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Increasing Your Fire Premiums 


A Clean-Up Within, Rather Than a Battle with 
External Forces, Should Be the Local 
Fire Agents First Forward Step 


F anyone bearing a general re- 
I semblance to a pessimist is at 

present wandering within your 
solar system, there is no time like the 
present to identify him—and throw him 
out. For the individual local agent 
selling fire lines, a clean-up within, 
rather than a battle with external 
forces, is the first practicai forward 
step in meeting the rapidly shifting 
front of present day conditions. 

The pessimist will color your atti- 
tude toward your business in several 
ways. He will remind you of te fall- 
ing off of fire premiums, of the lean- 
ing of those in authority toward a 
reduction in commissions, and of the 
encroaching of mutuals on your hither- 
to private preserves. H2 will point to 
the apparent lack of cordiality between 
companies and agents, and to the man- 
ner in which big brokerage |Touses are 
putting a finger in the local agent’s pie. 
His wail will probably conclude with 
the general conclusion that business is 
bound to go to the dogs because of the 
recent crashing operations in Wall 
Street. 
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Friendly advice to a local insurance 
agent is that he purge his system of 
any discouraging consideration of these 
thoughts—figuratively, at least, taking 
the pessimist by the shoulders and pro- 
pelling him vigorously through the door. 





y Bose is the first of a series of 
articles dealing with the pos- 
sibilities for success in agency 
fire business. These articles are 
the result of a thorough review 
of the fire agency business and 
were written with the belief that 
the progressive agent will gear 
his production to that part of the 
review that best suits his own 
territory. 

We believe that the articles 
will be found of unusual value, 
for they were prepared with a 
very definite study of the situa- 
tion from many angles. Subse- 
quent articles will deal with such 
distinct subjects as: Increasing 
business on lines in force; In- 
creasing the number of lines on 
each client; Whether or not it 
pays to specialize on big lines, 
etc.—Editor’s Note. 











Having done so, he may then ap- 
proach his own problems with the 
knowledge that there always have been, 
and always will be changes and pro- 
gress to which the successful insurance 
agent must readjust himself—as the 
American business man has been doing. 

It is true that conditions affecting 
the local agent adversely do exist, 
but the solution lies in concerted, or- 
ganized action. And while his ap- 
pointees are fighting the organization 
battles the individual can bend his 
energy to the problems within. 

It all simmers down to this question, 
“How can I increase my income?” 
And in immediate succession, “Can I 
do it most successfully by increasing 
the number of my clients? By in- 
creasing the amount in force on policies 
to be renewed? By increasing the 
number of lines covered for my exist- 
ing group of clients? By making a 
drive for the cream of the big risks in 
my territory?” 

Usually, increases are possible in any 
one of these four groups, if persistent 


(Concluded on page 34) 
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ASULIVE THIRDPARTY SMOKES 





E produced well over a million a 

year, was an indefatigable work- 
er and one of the best equipped lif> 
underwriters in the entire country, de- 
clared the master of ceremonies. Then 
the speaker responded with the con- 
fidential confession that “I don’t writ2 
half the business I ought to.” He had 
said, too often, “I shall get busy on 
that case before the week is over.” And 
found that during the intervening days 
that someone else had decided to do it 
before the day was over. He cited 
numerous actual cases, but requested 
that reporters refrain from quoting. 
Procrastinating, he sins in company 
with the multitudes. 


* * * 


AMILY funds were low when the 

agent called to collect the weekly 
premium from the, fine old Irish lady 
who had paid him more regularly than 
not for several years. Extra expense 
... Timothy had been “laid off,” and 
she just couldn't so on paying the pre- 
miums. The agent would, she guessed, 
have to lapse it. “Why, Mrs. Murphy, 
you CAN’T lapse this policy now,” the 
agent protested. “Sure, and why can’t 
I?” the good lady demanded more than 
asked. “Because there are over 6009 
ahead of you and you'll have to wait 
your turn.” And strange to say, Mrs. 
Murphy accepted the situation as an- 
other of those queer twists of fate and 
paid the premium. 


OW is the time for all good men 

to remember Grover Cleveland’s 
pithy advice: “Get a policy, and THEN 
HOLD ON TO IT.” The capitals are 
ours, their emphasis a vital part of 
the service life agents can perform in 
their regular contact with clients. 


* * * 


OL. WILLIAM E. TALBOT, 
agency director for the South- 
land Life Insurance Co., has _ been 
nominated by President Hoover for cen- 


sus supervisor for the Dallas district. 
* mK * 


K. ALLEN, associate general 
Paes of the Union Central Life 
at Boston, has been elected secretary- 
treasurer of the General Agents Round 
Table of Boston, an organization that is 
made up of the active general agents 
of this city. Meetings are held month- 
ly when agency matters are discussed. 

* * * 


HANKSGIVING, 1929.—“. . . that 

I still have my life insurance; 
that whatever may befall, my children 
are assured of an education and my 
wife of home and sustenance.” 





OULD it be more fitting than that 
the arrival of the third party, a 
cherubic baby girl, to W. Eugene 
Roesch’s family, be officia'ly recorded 
for the insurance reading public, in this 
column which was so ably conducted 
by her father up until six or eight 
months ago when he quit insurance 
journalism for his present position as 
secretary of the Equitable Casualty and 
Surety Company. Diana Du Rhame 
looks like her mother. 
“-e « 
HAT has long been a stumbling 
block in selling adequate insur- 
ance protection to banks is, perhaps, 
univers: lly known to salesmen and 
agents in the specific field, and yet it 
is a matter that has received far too 
little attention. It is a situation that 
company officials and agents alike are 
prone to discuss because they know 
human nature. They know what the 
results in most cases would be if they 
tried to sell an executive official a bond 
to assure his own honesty to stock- 
holders and directors of his bank. If 
he is honest, has his accounts in good 
shape, and knows that he will continue 
to keep them that way, what, he asks, 
is the reason for insurance coverage. If 
his accounts are short and he has 
jeopardized the very life of the bank 
itself by a shady deal that might turn 
out all right, he is the last person in 
the world to invite an insurance agent 
to sell him a bond. Even your best 
friend won’t tell you. 
* * * 
T would seem that there is a solu- 
tion to this problem, and we believe 
there is, althoueh when we suggested 
it to the vice-president of a large surety 
company, as the subject for a signed 
story by him, he seemed a bit reluctant 
to “antagonize” these bank officials. 
And perhaps his reasons for refusing 
were founded on good business judg- 
ment. These officials furnish surety 
companies with a great deal of busi- 
ness. They authorize the purchase of 
bonds for their subordinates, and for 
this reason alone it may be more profit- 
able for companies to protect their re- 
newal business and chances for new 
business among the subordinates, who 
by far outnumber the executives. 
* * * 
E see nothing unethical or noth- 
ing unbusinesslike in putting 
the proposition in just this way before 
the directors and stockholders of any 
bank. Trusted employees of many 
years standing have been known, only 
too frequently, to plunder the same 
funds which they have guarded for 


years, 








HAT makes an executive? 
Despite the fact that execu- 
tives typify everything that is solid, 
decisive and exact, the term itself is 
loosely used and its implications are 
pretty broad. Perhaps it’s a waste of 
time to consider the question. We can 
hazard an opinion as to the qualifica- 
tions of a good insurance executive, for 
example, or outline the general attain- 
ments of a successful bank president, 
but the executive in the pure, unal- 
loyed state quite possibly doesn’t exist. 
Nevertheless, people are continually 
posing the question and I am pleased to 
quote here portions of two widely dif- 
ferent essays on the subject. 
ro * * 
CONTRIBUTOR to “The Conning 
Tower” in the New York World 
signing himself, or herself, “Daisy 
Bell,” gives the following explanation: 
If you want to be an executive in 
some large and important corporation, 
why, just go ahead and be one. Always 
come into the office a little late, so that 
when you’re on time it looks as though 
you were doing the corporation a favor. 
Do your work very fast, don’t bother 
about being accurate. . . . If you play 
a hand of bridge fast enough, you can 
lead out of the dummy twice without 
re-entry without anybody’s noticing it. 
. . . Dress better than any one else in 
the place. It’s harder to insult a well 
dressed person than a shabby one... . 
Don’t talk. You can shrug your shoul- 
ders and shake your head, can’t you? 
Very well, if you never say “yes” 
they’ve never got anything on you... . 
Be crisp, and never forget that the 
strongest word in the language is 
“he.” 


Daisy Bell, I venture, is no executive. 
The piece is rather clever, but sounds 
like the revenge of a disgruntled clerk. 

UCH more serious is a discussion 

of the subject by Albert R. 
Erskine, president of the Studebaker 
Corporation, writing in Nation’s Busi- 
ness. He doesn’t give the answer in so 
many words but these extracts from his 
article are significant: 

It is a good thing for production men 
to have had sales experience. . . . While 
the head of a great corporation need 
not necessarily be a great financier he 
must have a goodly portion of that 
rather indefinable thing we call the 
financial mind. . . . The mind of the 
business leader must be able to inter- 
pret every detail of the accounting pic- 
ture. 

ERE are a few fire insurance ex- 

ecutives who began by demon- 
strating sales ability and then mastered 
the financial problems when their big 
chance came: Wilfred Kurth, Frank D. 
Layton, James W. Cochran, R. A. 
Coroon, Neal Basset, George G. Bulkley, 
Paul L. Haid, and Ralph B. Ives. 
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Insurance on Tick 


ROFESSIONAL ethics as ap- 

plied to the insurance busi- 
ness are all very well up to a cer- 
tain point. But when it comes to 
insurance agents working for 
nothing because they are too pol- 
ished to demand the money owed 
to them by policyholders, it is 
time to change tactics. Such an 
attitude isn’t even professional 
nowadays, for the old-fashioned 
physician, who used to carry 
dozens of charity patients on his 
books, is, for the most part, a 
mellow memory. People dare not 
get ill these days unless they can 
afford it. 

Illinois agents seem to be lead- 
ers in the revolt against the non- 
premium paying policyholder. At 
a meeting not so long ago of the 
Illinois Association of Insurance 
Agents, David Benjamin, of 
Springfield, told the members in 
plain language that they were 
“chumps” to permit their clients 
to be delinquent in their payment 
of premiums in face of the fact 
that the same clients are paying 
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carrying charges on deferred 
payments on automobiles, on fur- 
niture, on delinquent gas and 
light bills, and in view of the fact 
that the agent must pay interest 
on money borrowed to remit bal- 
ances to the home offices of their 
companies. As a solution, Mr. 
Benjamin suggests a plan he has 
successfully used in his own 
agency whereby his clients are 
assessed a carrying charge of 10 
per cent on all premiums over 
thirty days due. 

Elsewhere in this issue is an 
account of action taken by the 
special agents of the Cook County 
Field Club, inspired, apparently, 
by. S. R. Plattenburg, cashier in 
the Chicago office of the Travel- 
ers. Perhaps this attitude on the 
part of companies toward delin- 
quent agency balances will induce 
local agents to prod their clients 
into being more prompt with the 
original payment. 


An Absurd Suggestion 


NE of the most ridiculous 

proposals yet encountered in 
an age when legislative asinini- 
ties are far from uncommon is 
that advanced by a New Jersey 
State Senator who hopes to bet- 
ter unemployment conditions by 
legislating against group insur- 
ance. He blames this ever-in- 
creasing benefaction for an im- 
aginary “dead-line at forty” over 
which the laborer ventures at his 
peril. He is quoted as declaring 
that much of the unemployment 
is due to the fact that “new ma- 
chinery and group insurance are 
working against the man of 
forty.” And he wants a bill 
passed which will eliminate this 
form of insurance. 

Journeymen workers of the 
same stamp of intellect exposed 
by the Senator formerly sought 
to destroy stereotyping machines 
which have since given employ- 
ment to ten high-grade workers 
where one tramp printer was 
employed before. The statement 
credited to the framer of Jersey 
Justice constitutes sheer vandal- 
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ism against one of the greatest 
blessings ever conferred upon the 
wage earner. Not dangerous as 
possible legislation, because it is 
highly unlikely that the proposal 
will be given serious considera- 
tion, but rather harmful as de- 
structive propaganda. Absurd 
though the attack on insurance 
might appear to the intelligent 
person, it must be recognized that 
thousands of gullible people will 
have it brought to their attention 
in more or iess exaggerated form 
and will become prejudiced 
against the very thing upon which 
their future happiness may de- 
pend. 

Group insurance has led the 
wage earner of America into the 
paths of old-age competency; it 
has virtually banished the neces- 
sity for passing the hat every 
time a worthy but improvident 
neighbor passes on, and has so 
raised the morale of the average 
middle-aged worker that he now 
goes on with his job zealously 
and energetically where former- 
ly many drifted into semi-vaga- 
bondage and dependency. 

Unemployed men who no long- 
er follow the upward curve in 
the line that marks the span of 
life will always find the doors of 
industry largely closed to them. 
Men are hired for their ability 
to perform certain labor; youth 
is better equipped to perform that 
labor and—P. S.—he gets the job. 
Group insurance enters the prob- 
lem only as a certain assistance 
to the man. It helps prolong the 
period of. useful employment, be- . 
cause he sticks with one firm and 
perfects. himself in his work, in- 
stead of job hunting and laying 
off by spells until he can no longer 
obtain work of any nature. 

Conditions are better for the 
middle and over-age worker to- 
day than ever before in the his- 
tory of the country. Their jobs 
are more secure and more pro- 
ductive, and to this condition 
group insurance has been a dis- 
tinct eontributor. 


Editorial 








HILE Henry Ford’s wage 

increase announcement may 
not tend to influence industries 
of similar scope and power to 
follow suit, credit can be given 
him for balking most wage re- 
duction programs which have 
been in the offing. 

Industry has looked on a Ford 
plan more amicably than ever be- 
fore since Ford began his wage 
increase announcements several 
years ago. 

This new turn of affairs which, 
of course, was partly brought 
about by the recent Street de- 
bacle will do more than anything 
else to put at rest the minds of 
industrial life insurance men 
who have been fearing a slump 
in the business. 


Money!!! Money!!! 


Money!!! 





Here’s a Timely New Leaflet That 
Explains How Life Insurance 
Buys Money for Future 
Delivery 


Money!—There’s not so much of it 
around nowadays, is there? A lot of 
people thought they had money until 
they woke up to find it represented a 
share in the fortunes, good or bad, of 
some corporation in which they had in- 
vested. Your clients will be interested 
to learn, in a new leaflet just pub- 
lished by The Spectator Company, that 
when a person buys a life insurance 
policy he BUYS MONEY FOR 
FUTURE DELIVERY. This _leaf- 
let, called “When You Think in Terms 
of Money,” is unique and exceedingly 
timely. 

A striking cover design on this leaf- 
let lists the variety of names money is 
known by such as kale, dough, gelt, long 
green, etc., but when you turn the 
page you meet with a different and 
more significant conception. Money, 
it is pointed out, is too often looked 
" upon as the objective itself, whereas it 
is only the medium through which the 
real objectives desired may be obtained. 
The punch in this leaflet shows what 
life insurance, as one of the variations 
of money, will buy. 

“When You Think in Terms of 
Money” is a compelling piece of litera- 
ture that will be read and digested by 
every prospective purchaser of life in- 
surance who receives it in his mail. It 
is distributed by The Spectator Com- 
pany at the following prices: 50 copies, 
$2.25; 100 copies, $4.00; 500 copies, 
$15.00; 1000 copies, $25.00; 5000 copies, 
$100.00 and 10,000 copies, $185.00. 


Editorial 


October Investments of John 
Hancock Mutual 


Total new investments placed by the 
John Hancock Company during October 
were $6,858,000. Of this amount $3,- 
468,000 went for loans on real estate— 
farms, city dwellings and apartment 
houses. Municipal, railroad and public 
utility bonds, etc., total $3,400,000. 

For the ten months ended October 31 
the John Hancock Company accepted 
farm and city mortgages totaling over 
$35,500,000. This was on 1890 farms 
and 1444 city dwellings, and 306 city 
apartment buildings, housing in all 


5943 families. These mortgage loans 
were accepted to yield 5.60 per cent, di- 
vided as follows: Farm loans 5.29 per 
cent, city loans 5.76 per cent. 





Investigation Service 


OMAHA, NeEB., Nov. 26.—A new in- 
vestigation service is offered insurance 
men writing policies in the Midwest by 
the Lee Brewer Insurance Reports Co. 
of 306 Webster-Sunderland Bldg., 
Omaha. 

Lee Brewer, head of the concern, is 
a veteran insurance investigator. He 


was for nine years with the Retail . 


Credit Co., and for the past five years 
has covered the Omaha territory. 











this modern age. 


pearance. 








Probability 


—The Guide of Life 


When Cicero thus defined likelihood, he 
undoubtedly was addressing himself to care- 
less men who have living counterparts in 


He was warning them to prepare against 
unforeseen emergency, just as the in- 
surance salesman urges his prospect 
to “make ready” for it. 


Of course, no man invites trouble. But 
wise men are they who meet it at 
least half way when it makes its ap- 


Prudential Ordinary Agencies Every- 
where Are Prepared to Offer Fullest 
Cooperation with Brokers. 


The Prudential 


Insurance Company of America 
Epwarp D. DurFiELp, President 
Home Office, Newark, New Jersey 
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Life Insurance Counsel 
Annual Meeting 
Two-Day Meeting Scheduled 


for December 10 and 11 
in New York 








Six Leading Subjects Listed 





Report on Incontestible Clause 
and Uniform Death Claim 
Blanks Due 


The annual meeting of the Associa- 
tion of Life Insurance Counsel will be 
held at the Hotel Astor, New York City, 
on Tuesday and Wednesday, Dec. 10 
and 11, 1929. The first session will 
convene promptly at two o’clock on the 
afternoon of Tuesday, Dec. 10. Papers 
will be read by the following members 
on the subjects indicated: 

Fred P. Carr, general counsel Cen- 
tral Life Assurance Society. “The In- 
contestable Clause as Construed and 
Applied in Recent Decisions.” 

E. M. Grossman, general counsel, 
Central States Life Insurance Company. 
“Liability and Rights of the Insurer 
When the Death of the Insured is 
Caused by the Beneficiary or by an 
Assignee.” 

James C. Jones, Jr., counsel of 
American National Assurance Com- 
pany. “The Policy Contract as Af- 
fected by the Missouri Statutes.” 

Francis B. Patten, associate counsel, 
John Hancock Mutual Life Insurance 
Company. “The Effect of Insured’s 
Bankruptcy on Policies Payable to his 
Wife, Reserving Right to Change.” 

Claude H. Voorhees, attorney, Con- 
necticut General Life Insurance Com- 
pany. “Does the Trustee in Bankruptcy 
of a Disabled Insured Become Vested 
with the Insured’s Rights Under the 
Disability Provisions of the Policy?” 

Committee reports from the Com- 
mittee on Uniform Death Claim Blanks, 
of which William Brosmith is chairman, 
and the committee on the Incontestable 
Clause, of which Mr. Keesling is chair- 
man, are to be other features. 
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Nation-Wide Publicity 


PHILADELPHIA, PA., Nov. 26.— 
Fifty-one of the largest news- 
papers in the country, represent- 
ing all sections of the United 
States, with the exception of the 
Far West, today simultaneously 
carried a full page advertisement 
of the Provident Mutual Life 
blazoning forth the message that 
the one certain and instant way 
to restore an estate depleted by 
the stock market crash was 
through life insurance. On Fri- 
day, five other papers—one in 
Denver and the other four on the 
Pacific Coast—will carry the 
same message. 

By this action the Provident 
Mutual takes a pioneering step 
in bringing to the notice of the 
American public at this time the 
safety and soundness of life in- 
surance as an investment and its 
unequaled value not only in creat- 
ing an estate but in making good 
to the estate of stock market 
losses. 











Hiram R. Steele Dead 


Ex-Judge Hiram R. Steele, Civil War 
soldier, international lawyer of note, and 
for many years senior member of the 
New York Life Insurance Company’s 
Board of Directors, died Thursday 
morning, Nov. 21, at his home, 33 Mon- 
roe Place, Brooklyn, in his eighty- 
eighth year. Funeral services were 
held at his house at 11 a.m. Saturday, 
and the burial, which was private, took 
place in Plainfield, N. J. 








Committees Appointed 


Thomas M. Scott, president of the 
Philadelphia Association of Life Under- 
writers, recently announced the follow- 
ing committee chairmen appointments: 
E. J. Berlet, Broadcast and publicity 
committee; David W. Donley, commit- 
tee to cooperate with the managers’ 
committee; J. Renwick Montgomery, 
chairman of the Tri-State Life Insur- 
ance Congress committee, and James 
M. Stokes, special committee of seven 
to cooperate with the Corporate Fidu- 
ciaries Association. Everett H. Plummer 


Reinsurance Program 
Completed 





Illinois Bankers Life Assur- 
ance Company on Legal 
Reserve Basis 





Approved by Stockholders 





Company Will Qualify to Operate’ 
in Nineteen States from 
Old Headquarters 


MonmoutTH, ILL., Nov. 20, 1929.—The 
business of the Illinois Bankers Life As- 
sociation, one of the largest of the re- 
maining assessment companies, was 
taken over today by the Illinois 
Bankers Life Assurance Company, or- 
ganized on a stock legal reserve basis 
by the officers of the association. Ap- 
proval of the reinsurance contract 
with the new company was given by 
the policy holders in a special meeting 
yesterday by a vote of 25,238 yes to 
90 no and later in the day Leo H. Love, 
Director of Trade and Commerce of 
Illinois, gave his formal approval tq 
the contract, as required by the stat- 
utes, thus placing it in full force, and 
effect. 

The new company will qualify and 
operate in the nineteen States in which 
the old association has been licensed 
and will continue to have its head- 
quarters in Monmouth. 

New policies and rates on the legal 
reserve plan are in preparation and 
will be announced in a few days. 

The officers of the new company are 
the same as in the old association: W. 
H. Woods, President; M. Work, 
Secretary; Dr. J. R. Ebersole, Vice- 
President; H. T. Martin, General Coun- 
sel; M. A. T. Sawyer, Treasurer. The 
Illinois Bankers Life Association was 
organized in 1897. It now has almost 
75,000 members, $8,000,000 in assets, 
and $11,000,000 insurance in force. 








charge of finance of the Tri-State sales 
was appointed as vice chairman in 
congress. 





Life Insurance 


























N Thirteen Years, 


dred Million... . 


HILLSMAN TAYLOR, PRESIDENT 


St. Louis, Missouri 





the Missouri 

State Life has grown from One 
Hundred Million Dollars of insurance 
in force to over One Billion Two Hun- 


It took twenty-four 
years to reach the first hundred mil- 
lion.... The Company to date in 1929 
is 35% ahead of its paid-for produc- 
tion over the same period last year! 
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Admitted Assets Over 
$131,000,000.00 


Insurance in Force Over 


$1,220,000,000.00 
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Daniel F. Appel Dies 
at Seventy-two 





Career in Life Insurance 
Extended Over Period 
of Forty-four Years 





Leader of National Repute 





President of New England Mutual 
Life for Past Six Years— 
Ill Several Weeks 


Daniel F. Appel, seventy-two-year- 
old president of the New England Mu- 
tual Life Insurance Company, Boston, 
died at the Massachusetts General 
Hospital in Boston on the morning 
of Saturday, Nov. 23. His death, 
preceded by several weeks of serious 
illness, ended a long and notable career 
in life insurance. Mr. Appel had been 
connected with the New England Mu- 
tual for the past forty-four years, and 
was vresident of the company since 
1924 when he succeeded Alfred D. 
Foster in that capacity. He was for 
years a member of the executive com- 
mittee of the Association of Life In- 
surance Presidents and active in the 
affairs of that body. 

Daniel Frederick Appel was born in 
Cumberland, Maryland, June 24, 1857. 
He was the son of John and Frederika 
(Hetzel) Appel, and received his edu- 
cation in the public schools of Cum- 
berland. 

From 1875 to 1885 he engaged in 
the fire insurance business, and in 
1885 was appointed General Agent of 
the New England Mutual Life Insur. 
ance Company in Indianapolis. Here 
he made a remarkable record, and 
showed such grasp of the business: that 
ten years later he was invited to come 
to the Home Office of the company in 
Boston, as Superintendent of Agencies. 
He held this position for ten years, 
during which time he practically re- 
built the agency force of the company 
In 1905 he was elected Secretary of 
the company, serving in that office for 
three years. He became Vice-President 
at the death of the late Benjamin F. 
Stevens, 1908, on the elevation of the 
then Vice-President, Alfred Dwight 
Foster, to the Presidency. Mr. Foster 
resigned in 1924, becoming Chairman 
of the Board, and Mr. Appel succeeded 
him. His administration, of six years 
less one month, was marked by great 
development of the company, and the 
adoption of many far-sighted plans. 

His death removes one of the fore- 
most national figures in the life in- 
‘surance world. For years he was a 
member of the Executive Committee of 
the Association of Life Insurance Pres- 
idents, and played a highly important 
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The Late Daniel Frederick Appel 


part in directing the work and policies 
of that organization. Mr. Appel, in 
addition to his ex-official membership on 
the Board of Directors of the New 
England Mutual Life Insurance Com- 
pany, and of the Finance Committee, 
was a director of the Old Colony Trust 
Company, and a member of the Cor- 
poration of the Brookline Savings 
Bank. 


Life President’s Memorial 


At a special meeting of the Execu- 
tive Committee of the Association of 
Life Insurance Presidents, held this 
morning, the following memorial with 
respect to the late Daniel F. Appel, 
was, by unanimous vote, spread upon 
the records of the Association: 

“In the passing of Daniel F. Appel, 
President of the New England Mutual 
Life Insurance Company of Boston 
and a member of the Executive Com- 
mittee of this Association, we lose a 
staunch friend and a loyal supporter. 
Life insurance loses a fearless leader 
and a courageous advocate. 

“His whole business life was in in- 
surance. Born in Cumberland, Md., 
in 1857, his education was received in 
the public schools supplemented by 
home study. At the age of eighteen, 
he entered the fire insurance business 





as a local agent in Pennsylvania, later 
going to the middle West as a special 
agent. Having come to a deep appre- 
ciation of life insurance, he entered 
that field in 1885 as General Agent for 
the New England Mutual Life Insur- 
ance Company in Indiana. Marked 
success attended him, leading to an 
early call to assume larger responsi- 
bilities. In 1895 he went to the home 
office as Superintendent of Agencies. 
Ten years later he was made Secre- 
tary, and in 1908, Vice-President of 
the company. In 1924 he was elected 
President, succeeding Mr. Alfred D. 
Foster, who became Chairman of the 
Board. 

“Characterized by unquestioned in- 
tegrity and high ideals, abundantly en- 
dowed with talent and energy, equipped 
with a forceful personality, he was a 
dominant figure in the life insurance 
world. In the councils of this Associa- 
tion, he was for many years a valued 
adviser and actively interested in its 
affairs, both before and after he be- 
came a member of our Executive Com- 
mittee in 1924. 

“Cordial and genial in his personal 
contacts, he exemplified allegiance to 
the tenets of friendship. Acutely con- 
scious of his passing, only our memory 
of his life and deeds can temper the 
poignancy of our sorrow. 

“With a profound sense of our loss, 
the members of this Association by this 
memorial convey to his bereaved fam- 
ily and to his late associates our deep- 
est sympathy.” 
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Established 1903 





Floodlighting Pilot Life Opportunities 


General Agency Openings Throughout the South 
A. W. McAlister, President T. D. Blair, Agency-Manager 


rast LIFE 


Insurance Company 
Greensboro, N. C. 






































NEW SHENANDOAH ROCKFORD LIFE 
POLICIES INSURANCE COMPANY 


Cd 


An added source of income to you and a new way Home Office: 


of instilling ideas of thrift in the men and women ROCKFORD, ILLINOIS 


of tomorrow. 


CHILD’S POLICIES 


They go into full benefit at the age of 5. With or 
these new policies, you can offer your clients ab- _ 
solutely the latest, most modern and complete in- 
surance program for children. ‘' 
Write us for information. For Direct Contract 
Write to 


CHARLES E. WARD, Agency Manager 


Shenandoah Life Insurance Company FRANCIS L. BROWN, 


ROANOKE, VIRGINIA | President 
R. H. ANGELL E. LEE TRINKLE W. L. ANDREWS 
President Vice-Pres. Secty.-Treas. HOME OF F ICE 








(Former Governor of Virginia) 
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Men Who Will Address 
Life Presidents 





Nationally Known Leaders 
in Science and Industry 
Listed on Program 





Wide Range of Subjects 





Annual Convention in New York 
to Climax Year of Great 
Progress in Business 


Outstanding achievements in a wide 
range of national activities form the 
background of experience of the speak- 
ers from outside the field of insurance 
who will address the Twenty-third An- 
nual Convention of the Association of 
Life Insurance Presidents, at the Hotel 
Astor, in New York, Dec. 12 and 13. 
The diversity of their viewpoints, re- 
sulting from a variety of endeavors in 
different sections of the country, will 
lend special significance to the ad- 
dresses of these speakers. While there 
will be contrasts in the subjects dis- 
cussed, all of the talks will be directed 
to the general theme of the convention 
—“Advancing Social and Economic 
Standards Through Business Vision.” 
This keynote of the convention will be 
sounded by the chairman, John R. Har- 
din, president of The Mutual Benefit 
Life Insurance Company, Newark, N. J. 

From the field of industry will come 
Irénée du Pont of Wilmington, Del. He 
is a member of a family which for 127 
years has directed a great national in- 
dustry. Mr. du Pont is now vice-chair- 








INDUSTRIAL LEADER 





Irénée du Pont 
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CONVENTION CHAIRMAN 





John R. Hardin 


man of the board of directors of E. I. 
du Pont de Nemours & Company, of 
Wilmington. He will be the first speak- 
er, following the opening remarks of 
the convention chairman, Mr. Hardin. 
Mr. du Pont will talk on “Vision in In- 
dustry and Business.” 


Unique in History 


Mr. du Pont is a great-grandson of 
the founder of the enterprise which 
bears the family name. This industry 
is unique in American commercial his- 
tory in that since its founding in 1802 
its activities have been directed succes- 
sively by members of the du Pont fam- 
ily. Established during the infancy of 
the Republic, encouraged by the coun- 
sels of the then President of the coun- 
try, Thomas Jefferson, the du Pont 
company has expanded its activities 
with the growth of the nation and the 
advancement of the science of chem- 
istry. Since the establishment of the 
du Pont business its explosives have 
been relied upon by the United States 
in all wars in which it has been en- 
gaged, and the company has always 
been quick to expand its operations to 
meet the needs of the government. 

Mr. du Pont was senior vice-president 
of the du Pont company during the 
World War, directing the amazing ex- 
pansion of his company’s plant ca- 
pacity, first to meet the needs of the 
Allies and later of our own govern- 
ment. He is a member of the board 
of directors of The Equitable Life As- 
surance Society. 


“The Business of Living’ 


It is typical of the philosophy of 
President John Grier Hibben of Prince- 
ton University, that, when asked to ad- 
dress a business conference such as the 


1l 


Life Presidents’ gathering, he should 
choose as his topic—“The Business of 
Living.” For over thirty-eight years, 
Dr. Hibben has been connected in vari- 
ous capacities with his alma mater, 
Princeton University, and since 1912 
has been its president. He was born 
in Peoria, Ill., in 1861, the son of the 
Reverend Samuel Hibben. Graduated 
from Princeton University in 1882, and 
from Princeton Theological Seminary 
in 1886, he also studied for a year at 
Berlin University. 

While believing that the art of loaf- 
ing as an episode—as distinguished 
from an occupation—of life should not 
be despised, Dr. Hibben has stressed 
the fact that too much leisure is un- 
wholesome for man and society. He 
has warned students of Princeton 
against allowing their minds to become 
“flabby” and has emphasized the im- 
portance of conscientiously facing and 
performing the daily tasks before seek- 
ing the hours of recreation. 


Responsibilities of Banking 

Changes going on in the modern 
banking world will be discussed by Mr. 
Chellis A. Austin, president of The 
Equitable Trust Company of New York, 
who will speak on “Broadening Amer- 
ica’s Banking Policy To Meet New Eco- 
nomic Responsibilities.” Mr. Austin 
began his business career in a Wall 
Street brokerage house, but a year 
later turned his attention to railroad- 
ing. At the age of thirty-five, he re- 
turned to the financial world as a new 
business solicitor for a banking house 
and in the brief period of eleven years 
rose by rapid strides to the presidency 
of one of the country’s leading banks. 

(Concluded on page 17) 
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Generu! Agency Advertising NOT at Expense of Policyholders 


REMARKABLE AGENCY RECORDS BEING MADE 
in 
THE NEW YORK CITY GENERAL AGENCY 
(Boroughs of Manhattan and The Bronx) 
of 


THE 
NORTHWESTERN MUTUAL 
LIFE INSURANCE 

COMPANY 


The AVERAGE General Agency Insurance Per Life 
Written in the Last Agency Year: 


$18,060 





The AVERAGE Written at Various Ages: | 
Under 20 $ 5,791 Ages 40-49 $21,276 
Ages 20-29 10,531 << 50-59 22,470 


* 30-39 20,196 «© 60-65 y By 
The AVERAGE ($25,000 and over) Written by 
Leading Agents: 

Ageant No. 8 $83,897 Agent No. 44 $41,833 


« No13 70,000 << No. 6 38,348 
« No. 26 «647,143 «* “No. 32-38 32,989 
«« No. 43. 45,263 ‘“ No. 29 28,525 


Agent No. 12 $25,000 
IT CAN WELL BE ASSUMED that AGENTS 
WHOSE APPLICATIONS are FROM FOUR to SIX- 
TEEN TIMES THE AVERAGE are EARNING a LIKE 
EXCESS in INCOME from THE SAME AMOUNT 
of WORK. 


DAILY INSTRUCTION in 
THE PRINCIPLES and PRACTICE 
of LIFE INSURANCE 
By 


DOCTOR ROBERT RETZER, 


Agency Supervisor and Instructor, 


Late Director of The Life Insurance Course of 
The New York University 





Some Further Advantages 
1. FULL GENERAL AGENT’S COMMISSIONS, 


less 2% Per Cent collection fees on nine years’ 
renewals. 

z. ABSOLUTE AGENCY PROTECTION since May 
15, 1893, when 319 Brokerage and Part-Time contracts 
were terminated. 

3. LEADS FROM THE 1929 GENERAL AGENCY 
DIRECTORY of 78,000 Well-Quoted Individuals 
and 38,000 Firms and Corporations, with Particulars 
of Personnel, Mercantile Standing, Addresses, etc. 

4. A NEW LIFE COMPETENCY AGENCY CON- 
TRACT for Acceptable Agents with Some Means, 
Reporting a Satistactory Amount of New Business, 
Terminable only for Rebating, Brokerage, Embezzle- 
ment or Part-timeism. 


JNO. I. D. BRISTOL, General Agent, 


Grand Central Terminal Building, 
452 Lexington Avenue, (at 45th Street) 


NEW YORK CITY. 
































THE 
BUSINESS BUILDER 
SERVICE 


A series of 


INFORMING WORKS OF VALUE 
TO AGENTS AND PROSPECTS 


By William T. Nash 
Originator of Monthly Income Insurance 


Much valuable advice and instructive matter for agents, 
including the veteran and the beginner, can be found in 
the publications issued by The Spectator Company of |f 
which William T. Nash is the author. 


LEAFLETS FOR CREATING PROSPECTS 
BIG BUSINESS AND LIFE INSURANCE............ccsceees 10 
RP SR UMS ay 5.0.0 )5/00 0,0 0-045 0's e Ais Wis > 0.4 Once sie 6 8:9.) 80-4 10 
CORT OF TOTING, TRB oo os coc wincisivswieriene ° 
DOES A YOUNG MAN NEED LIFE INSURAN 





FAMILIAR DANGERS LOSE THEIR TERRORS 10 
WAURI SS TVET CNR, RUMEN, octets c ec tv tine siecwscue's 10 
GEETING THe Moet OUT OF BARE, occ cccccctececccadese 10 
GET ACQUAINTED WITH YOUR LIFE INSURANCE......... 10 
CIN SORRY ON PAs a6 0.0 005 sce bocce sew eueie menos 5 
HOW MUCH LIFE INSURANCE SHOULD A FARMER CARRY? 10 
MOTHER. BND BOM. «nc ccccccecessscevccsvvcesecevescoease 10 
PRE, SCRE NON so 6 .0'n «Sic 010s ob 6'e 5.0100 ow on itinin'e © 0's sive ees wee 5s 10 
oe a SINESS MAN’S EXPERIENCE WITH LIFE INSUR- 


i) UE rey eee OO ee a ee ee et err ee 15 
ox DOCTOR'S EXPERIENCE WITH ENDOWMENT INSUR- 10 
o PPR eee ree rer ee re Te Cr 

ONE FARMER’S EXPE RIE NCE WITH LIFE INSURANCE... .10 

~s SALARIED MAN’S EXPERIENCE WITH LIFE INSUR- 
ee a ee ere ee ee ee 5 

oxE SELF-SUPPORTING WOMAN AND HER LIFE DNS, . It 
SS) See ee rt er et ee ee Ore ne 5 

ONE YOUNG MAN’S EXPERIENCE WITH LIFE INSURANCE 10 

PARTNERS AND LIFE INSURANCD.........ccccccccccccces 10 












REAL REASONS FOR LIFE INSURANCE.............+2e00+ 10 
SENSE OF SELF-PRESERVATION, THE...........-.eeeeees 10 
WHAT LIFE INSURANCE MEANS IN DAILY LIFE.......... 10 
WIFE’S INSURANCE, THE... .....cccccccccccccnccecvevcese 10 
LEAFLETS FOR INSTRUCTION OF THE AGENT 
A GEABAT BOTURE 6 onic ccs ccicccccectvwctesescocevescsecics 25 
CHARLIE FERRELL’S DEAD BOOK.........2.--cccecsecees 10 
METHODS THAT WIN SUCCESS...........ccccccecccceceees 15 
SERVICE AND ITS REWARD ee F 
STORY OF ED REDLICH, THE.........-ccessscceses 
WHEN SUCCESS IS A FAILURE.............--s000. 
LEAFLETS FOR MONTHLY INCOME PROSPECTS 
INSURING YOUR INSURANCE........cccccccccccccsceccecs 10 
JOHN APPLEGATE'S INSURANCE.........cccccccccccccces 10 





LOT OF MONEY, 
ONE WOMAN’S EXPERIENCE WITH A MONTHLY wee 
5 







oO A a ete ere Pere eee ee 
OUT OF THE MOUTHS OF BABES.........cccccccccccseces 10 
SATISFACTION OF KNOWING, THE........cccccccccccvocs 10 
SAVING WHAT YOU LPAVE. 22. cccccccccscccccsccccccccces 10 





CONSERVATION mee hy TO REDUCE LAP- 


LF 





AT THE END OF THE ROAD............-.+02: 











DON’T THROW AWAY THE LIFEBOAT........ 
GET ACQUAINTED WITH LIFE INSURANCE: 
GIVING YOURSELF A CHANCE..........-ccccccessccccccccs 
HOW HOPES ARE SHATTERED Este wie Glee warn wietce wir aiaiaars 
SOME DONTE OF Bes occ occ sc cccccccccccceseecsieseccss 
A WIDOW’'S AWAKENING. ........ ccc ccccvcccccccccccccces 
WHY WE DON’T LIVE FOREVER..........ccccccccccsccces 
CONSERVATION LEAFLETS TO REDUCE LOANS 
BORROWING FROM MARY............cccccccccccccccccsces 10 
BORROWING ON YOUR LIFE INSURANCE.........---+ee0. 10 
HAVE YOU A LOAN ON YOUR LIFE INSURANCE?.......... 10 
LEAFLETS ON ACCIDENT AND HEALTH 
INSURANCE 
DEFYING FATE  .. cccccccccccccccccccccccccccsccnceccsese 10 
SOMETHING IS ALWAYS HAPPENING........-+seeeeeccees 10 
TEMPTING FAT wnsccccccccccvcvcensceewoescttecse bebe 25 
Sample copies of all the Nash leaflets, varying in price from ten 








to twenty-five cents each, amount to $5.55. Send us $4, and we 
will mail you sample copies of all 48 of the Nash leaflets conve- 
niently packed in a carrying case for easy reference. Ask for 
circulars giving prices in quantities. We will also mail you on 
application a 32 page descriptive pamphlet entitled The Business 
Builder's Service. 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE 243 WEST 39th STREET 
CHICAGO NEW YORK 
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Guardian Life Sets Record 
for President’s Month 





McNamara Organization Leads 
Field in Testimonial to 
President Heye 


The month of October, which was 
President’s Month for The Guardian 
Life Insurance Company of America, in 
honor of President Carl Heye, proved 
an outstanding success. 

Business written was 15 per cent 
greater than the previous October rec- 
ord and an increase of 25 per cent in is- 
sued business and of 24 per cent in 
paid-for was recorded. The Guardian’s 
unbroken string of triple-record-break- 
ing months in 1929 now extends over 
ten months—each month reaching a new 
high mark in written, issued and paid- 
for business. 

During the month the Guardian’s 
agencies were divided into nine leagues 
of six teams each. The teams played 
a series of five football games in the 
course of the month, being ranked on a 
percentage basis of games won and 
lost. In the respective divisions the 
following agencies emerged as cham- 
pions: New York (McNamara), Roches- 
ter and Buffalo (tied), Philadelphia, 
Fargo, Charlotte, Fort Smith (Ark.), 
Tampa, Sioux Falls and New York 
(Moore). 

New York, Baltimore and Kansas 
City established new high marks in 
monthly production, and Chicago, Pitts- 
burgh, Cleveland, Minneapolis and 
Fargo broke all October records. 

Ninety-three agents secured eight or 
more applications in honor of President 
Heye for a total of 1244 applications— 
an average of 13 each. 


A New Compilation of Graphic 
Aids to Selling 


The Eyes Have It In Selling Life 
Insurance is the timely title of a new 
compilation of life insurance sales lit- 
erature and graphs published in book 
form by The Mutual Underwriter Com- 
pany, Rochester, N. Y. Kenilworth H. 
Mathus, associate editor of Connecticut 
Mutual Life “ConMu Topics,” is author 
of the new publication. 

The book contains 168 pages of 
charts, graphs, cartoons, etc., with ex- 
planatory sales talks and demonstra- 
tions, as used with good success by 
many of the leading life underwriters 
of the country. It is printed on glazed 
paper with more than half of its pages 
devoted to clear and distinct cuts that 
instantly command and hold attention. 
The cover is in three colors and is of 
unusual originality in design and in its 
application to the contents. The book 
sells for $2.50 a copy. 
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| Company Changes 








Conn. Mutual Names Smith 
Agency Assistant 


H. M. Holderness, agency secretary 
and superintendent of agencies of The 
Connecticut Mutual, announces the ap- 
pointment of George F. B. Smith as an 
agency assistant of The Connecticut 
Mutual. Mr. Smith is an experienced 
life insurance man. He will devote his 
time largely to educational matters and 
training activities for the field organi- 
zation, which comprises some 3500 rep- 
resentatives. 


General Agent for Royal Union 


The Royal Union Life Insurance Co. 
announces the appointment of G. Mon- 
tagu Nettleship as general agent for 
the District of Columbia, with head- 
quarters at 507 Evans Building, New 
York Avenue. 


Guardian Life Manager 


The Guardian Life Insurance Co. of 
America announces the appointment of 
Joseph B. Hill as manager of its Louis- 
ville Agency, effective November 1. Mr. 
Hill’s headquarters are 1100 Starks 
Building, Louisville, Ky. 


Promoted by The Travelers 


Robert O. Cupp, a field assistant, 
agency development, and life, accident 
and group department, in the Cleveland 
branch office of the Travelers, has been 
promoted to assistant manager in the 
company’s Central City Office in Phila- 
delphia. Mr. Cupp came with the 
Travelers on Jan. 1, 1924, at which 
time he was assigned to the Cleveland 
office as a field assistant. He con- 
tinued to serve the company in that 
capacity at Cleveland until his recent 
promotion to Philadelphia. 


Equitable Life of Iowa 

On November 1 John C. Johnson, 
general agent for the Equitable Life of 
Iowa at Scranton became associated 
with General Agent Allan D. Wallis at 
Philadelphia under the firm name of 
Wallis and Johnson. The new agency 
will have charge of the combined Phila- 
delphia and Scranton territory. Both 
men have served the company for a 
long period of time and have enjoyed in- 
timate acquaintance for years. 


Pilot Life Agencies 
Two new general agency appoint- 
ments announced by the Pilot Life of 
Greensboro, N. C., are as follows: B. M. 
Stanton, Nashville, Tenn., and Phil- 
lipps-Lowery-Snow Ins. Agency of 
Shreveport, La. 
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A TOWER OF STRENGTH 


INSURANCE IN FORCE 
TWO BILLION DOLLARS 


pO ra: $488,958,000 
54,439,000 
Total Liabilities 434,519,000 








Interest on policy pro- 
ceeds, profits, etc., left 
with the Company. 


FIVE AND ONE-HALF PER CENT 


Total investments in United 
States securities exceed 
$231,000,000 


Dividends to Policyholders increased | 
for ninth successive year. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA | 
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Policy Loans Increased 
300 Per Cent 





President Loomis Praises Con- 
necticut Mutual Employees for 
Prompt Service Given 


One of the effects of the recent finan- 
cial crashes on life insurance com- 
panies has been to stimulate an abnor- 
mal demand for policy loans. Presi- 
dent Loomis, in complimenting the 
Policy Loan Department of The Con- 
necticut Mutual for its fast and effi- 
cient operation, speaks of the condi- 
tions in his company and the reaction 
of employees to the heavy demands as 
follows: 

“We have for the past three weeks 
been daily following with interest and 
admiration the functioning of our 
policy loan service. Almost overnight, 
accuracy and speed became a matter 
of prime importance to a very consid- 
erable number of the company’s policy- 
holders. From an average of 67 loans 
a day through the preceding six 
months, the number rose during. the 
disturbed period to a high point of 227, 
with an average of 163 per day from 
Oct. 29 to Nov. 16. The cash disburse- 
ment during this period was $1,337,- 
566.” 


Begins Actuarial Duties 


Ward J. Davidson, actuary and 
deputy commissioner of the Nebraska 
insurance department for the last three 
years, commenced his new duties as 
actuary for the National Life Co. 

| November 1. He succeeds F. A. Draper, 
, who resigned as actuary of the Na- 
tional Life Co. after ten years of ser- 
_ vice and plans to go south soon in hopes 
| of regaining his health. 








However Hard 


a Life Insurance Agent 
may work to produce bus- 
iness, his chances of suc- 
cess are better when he 
represents a fine old insti- 
tution such as the 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 








More Than a Billion and Three-Quarters 
of Insurance in Force 
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Realty Values Remain 
Unimpaired 





New York Life President 
Declares Investments 
Maintain Value 





Statement for Ten Months 





Paid-for Business Is Increased 
Forty-six Million Over 
1928 Period 


New paid business of the New York 
Life Insurance Company in the first 
ten months of 1929 amounted to $815,- 
273,300, an increase of $46,379,300 over 
the corresponding period in 1928, it 
was announced by President Darwin P. 
Kingsley. 

During the same ten months the com- 
pany paid to living policyholders and 
to beneficiaries more than $145,000,000. 
Of this amount, over $95,000,000 was 
paid to living policyholders, while more 
than $50,000,000, including $1,955,800 
double indemnity for accidental deaths, 
was paid to the beneficiaries of 12,185 
deceased policyholders. Included in 
these totals were also dividend pay- 
ments amounting to over $54,000,000. 


Mortgage Loans 


The New York Life in this period 
made 3,158 mortgage loans amounting 
to $59,980,085 on properties which ac- 
commodated 9550 families. The loans 
were distributed throughout 269 cities 
within 38 states and the Dominion of 
Canada, and were subdivided as fol- 
lows: 455 apartment house loans for 
$24,672,160, accommodating 6793 fami- 
lies; 2540 residential loans for $16,- 
487,525, accommodating 2757 families, 
and 163 business property loans for 
$18,820,400. 

The company also invested $54,758,- 
110 in railroad, municipal, public utili- 
ty and industrial bonds, and in bonds 
of the United States and Canada, while 
$18,569,582 was invested in preferred 
and guaranteed stocks. 

The outstanding mortgage loan in- 
vestment of the company on Nov. 1 
was 30,417 loans for $558,323,926; the 
total investment in bonds amounted to 
$675,373,987, and the investment in pre- 
ferred and guaranteed stocks was $50,- 
098,439. 


Investments Safe 


“Despite the market deflation,” states 
Mr. Kingsley, “the value of the com- 
pany’s real estate remains intact, the 
value of its mortgage loans is undimin- 
ished and its bonds and preferred 
stocks maintain their value without im- 
portant fluctuation.” 





Self Governing Body for 
Acacia Field Men 





President Montgomery Announces 
Plan to Establish Field 
Advisory Committee 


In order to “make the Acacia Mutual 
Life Association purely mutual in its 
relations with every man in the field, 
as well as purely mutual in its relations 
with its policyholders,” President Mont- 
gomery has placed before the Acacia 
field force his new plan for self-govern- 
ment, recently enthusiastically ratified 
by the board of directors. : 

Three branch managers and two 
home office officials will make up a com- 
mittee known as the Field Advisory 
Committee. “The managers serving 
on the committee,” announces President 
Montgomery, “will be self-elected, thus 
obviating any question of favoritism or 
politics. The branches of the associa- 
tion will be divided into three groups: 
small, medium and large, and the 
branch manager in each group who at- 
tains the highest standard of efficiency 
in his branch during the year will auto- 
matically serve on this committee for 
the ensuing year.” 


Col. J. W. Vrooman Dies at 
Age of 86 





Former President of New York 
Life Underwriters Succumbs 
to Pneumonia 


Col. J. W. Vrooman, for many years 
prior to his retirement superintendent 
of agencies for the Provident Savings 
Life Insurance Company of New York, 
died at his home in Herkimer, N. Y., on 
November 24, following a brief siege 
of pneumonia. Col. Vrooman was a 
past president of the New York State 
Association of Life Underwriters, for- 
mer Grand Master of Masons of New 
York State and prominent in historical 
and other civic societies. 


Brooklyn National Life 


Figures for October just made pub- 
lic by the Brooklyn National Life In- 
surance Co. disclose a gain of nearly 
42 per cent in paid-for life insurance, 
compared with the results for October, 
1928. During October of last year, the 
paid for business amounted to $614,200, 
while in October, 1929, the total was 
$870,707, an increase of $256,507. 

“Thus far every month of 1929 has 
shown a noticeable increase in life in- 
surance paid-for over the corresponding 
month for 1928,” said William R. 
Bayes, president of the Brooklyn Na- 
tional Life Insurance Company, in 
commenting upon his company’s Octo- 
ber showing. 
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Nearing Half a Century as 
Agency Head 





John I. D. Bristol Has Notable 
Record with Northwest 
Mutual Life 


Jno. I. D. Bristol for the past forty- 
six years has been the general agent 
for The Northwestern Mutual Life In- 
surance for the boroughs of Manhattan 
and the Bronx, New York, and the busi- 
ness in this general agency exceeds the 
entire business of many well known 
companies. On another page in THE 
SPECTATOR of this week appears an ad- 
vertisement describing the remarkable 
agency record being made by this 
agency, and the facts and figures there 
given well deserve the study of all life 
insurance men. 

The record of The Northwestern Mu- 
tual Life Insurance Company is an 
enviable one. Since its organization it 
has paid policy holders more than a 
billion and a quarter dollars. Its ad- 
mitted assets are $839,226,914, its lia- 
bilities $780,858,056, and its contingency 
reserve is $58,368,857. 

A unique feature of Mr. Bristol’s 
agency is the fact that daily instruc- 
tion in the principles and practice of 
life insurance is given to new agents 
by Dr. Robert Retzer, agency supervisor 
and instructor. Dr. Retzer was formerly 
director of the Life Insurance Training 
Course of the New York University 
and his ability is widely recognized. 

It is interesting to note that the 
average general agency insurance per 
life written by the New York City 
General Agency of the Northwest in 
the last agency year was $18,060. Be- 
tween the ages of 50-59, the average 
was $22,470; 40-49, $21,276; 30-39, $20,- 
196; 20-29, $10,531; under 20, $5,791, 
and 60-65, $7,357. Interesting and also 
impressive is the average insurance per 
life ($25,000 or over) of several of 
Mr. Bristol’s agents: Agent No. 8, $83,- 
897; agent No. 13, $70,000; agent No. 
26, $47,148; agent No. 48, $45,263, etc. 
As Mr. Bristol says, it can well be as- 
sumed that agents whose applications 
are from five to seventeen times the 
average are earning a like excess in 
income from the same amount of work. 
Of the agency’s new business for the 
last agency year 69.5 per cent was 
written upon previously insured North- 
western policy holders. 

A few other advantages offered 
agents include full general agent’s 

commissions, less 2% per cent collec- 
tion fees, on nine years’ renewals; ab- 
solute agency protection since May 15, 
1893, when 319 brokerage and part-time 
contracts were terminated; leads from 
the 1929 General Agency Directory 
of 78,000 well quoted individuals and 
38,000 firms and corporations with par- 
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HEADS TRAINING DEPT. 





Prescott W. Evans 








ticulars of personnel, mercantile stand- 
ing, addresses, etc.; a new life com- 
petency agency contract for acceptable 
agents with some means, reporting a 
satisfactory amount of new business, 
terminable only for rebating, braker- 
age, embezzlement or part-timeism. 

The New York City General Agency 
of the Northwestern has long held to 
the belief that life insurance commis- 
sions should be paid to life insurance 
men only, who are engaged in no other 
lire of business and who devote their 
entire time in cooperating with the 
general agency and the company they 
represent. 


Leading Producers of Lamar Life 

Diamond pins have been awarded 
four field representatives of the Lamar 
Life Co. of Jackson, Miss., for the sixth 
consecutive year in the All-Star Club, 
membership in which is based upon an- 
nual production. The winners, all from 
Mississippi, were A. C. Cox of Indian- 
ola, C. B. Malone of Weir, R. P. Scott 
of Laurel, and I. S. Watson of 
Meridian. 


15 


Manages Aetna Life Sales 
Training Department 





Company Inaugurates Program 
to Increase Sales Effectiveness 


of All Agents 


Vice-president K. A. Luther of the 
£tna Life Insurance Company, Hart- 
ford, has just announced the appoint- 
ment of Prescott W. Eames as man- 
ager of the Attna Life’s sales training 


| ._ department. In making the appoint- 


ment, Mr. Luther stated that far-reach- 
ing improvements are planned for the 
sales training department as a part of 
the company’s program for developing 
the sales effectiveness of all agents. 

Mr. Eames has become well known 
to the insurance profession all over the 
country as the creator and promoter 
of the Eames Attnagraph, perhaps one 
of the first effective and complete 
methods of visualized sales presenta- 
tions. Mr. Eames developed it very 
early in his own insurance career and 
only in the last half-dozen years has 
made any effort to make it available to 
other agents. On taking his position 
with the AStna Life, his Avtnagraph be- 
comes a part of the regular facilities 
of the sales training department. 


UNQUESTIONABLY 


We have the finest disability con- 
tracts available today. A full line 
of non-cancellable, non-medical and 
other attractive policies. 








Some good territories may be had 
in Michigan, Pennsylvania, Indiana, 
Illinois, Missouri and California. 


Inquiries invited from underwriters 
who know the best. Liberal con- 
tracts to producers. 


INCOME GUARANTY 
COMPANY 


Income Building 
SOUTH BEND, INDIANA 


Stock a Authorized Capital, 
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unlimited production. 


rights. 





Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 


Scranton -Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an 
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A POLICY YOU CAN SELL! 


Our Company offers complete protection 


$5,000 


ALL IN ONE POLICY 


mr I nn os eins ccved $ 5,000 
Any accidental death................ 10,000 
Certain accidental deaths............ 15,000 








Accident Benefits $50 per WEEK 
for fifty-two weeks. 
$25 per WEEK thereafter 
Disability Income, Waiver of 
Premiums, etc. 
Also $5,000 “Preferred Risk” Policy—high value— 
low premiums; age 35, $19.91 per $1,000. Endow- 


ment age, 85—Juveniles, age 10 years and upward 
—Monthly Income—Non-medical. 


Insures and assures your client’s future and yours. 
y y 


Are you interested in an agency? Our Vice-Presi- 
dent, Eugene E. Reed, will tell you all about it. 
Write him direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE CO. 
Concord, INQUIRE! 


New Hampshire 












A Real Newspaper for 
NWNL Fieldmen 


_ any live wire community, the Northwestern National Life 
agency organization has its own weekly newspaper to keep its 
members informed about each ether and their Company. First 
of all a newspaper, edited in journalistic style te inform—to in- 
spire through facts—there is no deubt whatever that the North- 
western National News has a high “reader interest.” 


When an agent registers a creditable performance and possibly 
“makes the front page.” he knows that the story of his feat will 
be read—and promptly—by the field forces throughout the 
thirty-one states in which the Company operates. Weekly statistics 
tell him at a glance just where he stands, enabling him te correct 
a deficiency before it proves serious. And never a week goes by 
without adding a valuable selling help to his kit or a proved 
argument to his sales talk. 


The Northwestern National News makes for a close knit field 
force composed of well informed men and women who know their 
business. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O J ARNOLD. pacemeer 


STRONG-— Minneanolis Minn. ~ LIBERAL 
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32.28 % 


of the new business Paid for in The North- 
western Mutual Life Insurance Company in 
the year 1928 was upon applications of 
members previously insured in the Com- 


pany. 
Once a Policyholder— 


Alwa ys a Prospect 





THE POLICYHOLDERS’ COMPANY 


The 
Northwestern Mutual Life 
Insurance Company 
of Milwaukee, Wisconsin 


W. D. VAN DYKE, President 











1824 1929 


Over a Century Old 


UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 














for INDIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


Commonwealth Life Insurance Co. 
LOUISVILLE, KY. 




















Equitable Life Insurance Company 


Home Office: Washington, D. C. 


Henry P. Blair, President Allen C. Clark, Secretary 
jones Sanders, Vice-President Gilbert A. Clark, Actuary 


ATTRACTIVE OPPORTUNITIES 


For men with clean past records, in 


DELAWARE, MARYLAND, OHIO, W. VIRGINIA and 
DISTRICT OF COLUMBIA 


Up-to-Date ORDINARY and INDUSTRIAL Policies 


For further information, write 


William A. Bennett, Vice-Pres. and Gen. Mgr. 
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Life Underwriters of Boston 


Plan Annual Meeting 





Annual Dinner and Election of 
New Officers to Feature 
Session on Dec. 19 


Plans are rapidly being formulated 
for the annual dinner of the Boston 
Life Underwriters Association, which 
is to be held on Thursday evening, Dec. 
19, at the Boston Chamber of Com- 
merce. President William E. Hewitt is 
desirous of making the evening instruc- 
tive and interesting and has appointed 
a dinner committee composed of the 
following: Spencer S. Dodd, chairman, 
general agent of the Guardian Life; 
Edgar Delamater, agency assistant, 
Connecticut General; Paul Ramsey, 
Massachusetts Mutual; F. L. Arm- 
strong, editor, The Insurance Age- 
Journal; Barney Mosher, supervisor, 
Aetna; Simon Weissman, Equitable 
Life Assurance Society; Lester Von 
Thurn, John C. Paize & Co., and James 
S. Monro, secretary-treasurer of the 
Boston Association. 

The association has had a very ac- 
tive year under President Hewitt and 
the reports of the various committees 
are being looked forward to with inter- 
est. 


President’s Program 
(Concluded from page 11) 


Mr. Austin is a director of The Pru- 
dential Insurance Company of America. 
of the Bankers and Shippers Insurance 
Company, Safety Car Heating and 
Lighting Company, Borden Company 
and Mercantile Safe Deposit Company. 
Outside the business world his inter- 
ests lie in educational and charitable 
undertakings. 

Encouraging Thrift 

There are approximately 400,000 em- 
ployees throughout the Bell System, in- 
cluding subsidiaries. Charles P. Cooper, 
vice-president of the American Tele- 
phone & Telegraph Company, will 
speak to the Life Insurance Presidents 
on “Guiding Employee Thrift Plans.” 

When Mr. Cooper was elected to the 
vice-presidency of the American Tele- 
phone & Telegraph Company he 
brought to his new duties wide experi- 
ence in plant engineering, construction, 
and executive direction of various tele- 
phone companies in different sections 
of the country. He was one of the 
youngest executives to hold a position 
of like importance in the parent com- 
pany. He was made vice-president and 
general manager of the Ohio Bell Tele- 
phone Company in 1921 and in 1923 
became the president of that company. 
He was elected vice-president of the 
American Telephone & Telegraph Com- 
pany in 1926. 
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John Martin Thomas, president of Rutgers University, signs application for group. 

insurance policy which protects about 650 of the University’s employees, including 

faculty, for a total of approximately $2,000,000. Lewis J. Hayes, superintendent of 

the New Brunswick district of the Prudential Insurance Company of America, who 
placed the policy, is fourth from the left. 








“Research—The Partner of Business 
Foresight” is the subject to be dis- 
cussed by Dr. Max Mason, formerly 
president of the University of Chicago, 
and now director of Division of Natural 
Sciences, Rockefeller Foundation, New 
York. 

A descendant from Wisconsin pio- 
neers, Dr. Mason has himself been a 
pioneer in the fields of science, inven- 
tion and research. When, during the 
World War, he was on the staff of the 
Naval Experimental Station at New 
London, Conn., he invented the Mason 
hydrophone for detecting and locating 
undersea craft, which was used by both 
the American and British navies. He 
was a member of the Hoover Commis- 
sion on Recent Economic Changes. 


Student and Teacher 


Francis David Farrell, who will speak 
on “Some Influences of the ountryside,” 
is president of the Kansas State Agri- 
cultural College, Manhattan, Kan. Dr. 
Farrell grew up in an agricultural at- 
mosphere. To various branches of that 
industry he has wholly devoted his ma- 
ture years. He has pursued his profes- 
sion in various parts of the country and 
his attention has been directed to many 
different lines of agricultural investiga- 
tion and experimentation. In any dis- 
cussion of agricultural topics, he is for- 
tified by this rich experience. 





New Company Organized 


DALLAS, TEX., Nov. 24.—The Mu- 
tual Life Insurance Co. of Corpus 
Christi has been granted a charter. 
The company will operate on the mu- 
tual plan. Among those connected with 
it are W. D. Nolte, Murl Hurt and 
Mack Hurt. 


Metropolitan Agents Ad- 
dressed by President Ecker 





Sees Continued Prosperity—But 
Stresses Necessity for Safe 
Investment Program 


GRAND RAPIDS, MICH., Nov. 24.— 
American prosperity is fundamentally 
sound and the recent stock market col- 
lapse does not signify a serious or a 
permanent setback to the nation’s busi- 
ness, Frederick H. Ecker, president of 
the Metropolitan Life, declared here 
late last week when he paid a brief 
visit to Grand Rapids to confer with 
Metropolitan representatives in west- 
ern Michigan territory. As one of the 
nation’s largest investors, empowered 
to place safely in income-yielding proj- 
ects some $2,000,000 a day, Mr. Ecker’s 
comment was most reassuring. 

Mr. Ecker said that the underlying 
conditions of employment, of market, 
of efficient management of business and 
industry are not affected by the fluctu- 
ating prices of securities and they will 
not, therefore, be seriously impaired by 
the recent Wall Street debacle. Some 
of the luxury lines, he admitted, will 
doubtless be forced to some retrench- 
ment for a time. 

Mr. Ecker indicated his emphatic 
disapproval of the proposal, such as 
was advanced by Superintendent Con- 
way of New York, that life companies 
invest their reserves in the common 
stocks of leading industries. The cur- 
rent situation will eventually confirm 
his firm beliefs in this regard, he main- 
tained. 

The Metropolitan executive com- 
mented on the enormous expansion 
within recent years of life insurance. 


Life Insurance 





$ ete 040.43 $ 2,502,743.59 $ 1,000,000.00 $ 1,518,296.84 $ 2,518,296.84 








$ 5,359,804.52 $ 2,486,092.08 $ 1,000,000.00 $ 1,873,712.44 $ 2,873,712.44 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-Pres’t 


$ 666,598.88 $ 196.08 $ 300,000.00 $ 366,402.80 $ 666,402.80 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 





















NEAL BASSETT, President WELLS T. BASSETT, Vice-President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President ORGANIZED 1855 ARCHIBALD KEMP, 2d Vice-President 
FIREMEN’S INSURANCE COMPANY 
OF NEWARK, N. J. SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$56,065,676.33 $19,562,549.89 $13,500,000.00 $23,003,126.44 $36,503,126.44 
HENRY M. GRATZ, President NEAL BASSETT, Vice-Pres’t 










JOHN KAY, V.-Pres’t A.H.HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 
ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 











$ 6,036,606.06 $ 2,834,467.72 $ 1,000,000.00 $ 2,202,138.34 $ 3,202,138.34 
NEAL BASSETT, President WELLS T. BASSETT, Vice-Pres’t JOHN KAY, Vice-Pres. and Treasurer 
A. H. HASSINGER, Vice-Pres’t ORGANIZED 1854 ARCHIBALD KEMP, 2d Vice-Pres’t 


MECHANICS INSURANCE Co. 


OF PHILADELPHIA, PA. 





$ 4,881,357.4¢ $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96 $ 2,110,943.96 
NEAL BASSETT, President JOHN KAY, Vice-Pres. and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. ‘ 


OF PITTSBURGH, PA. 





A. TRIMBLE, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 


OF PITTSBURGH, PA. 











$ 4,837,239.59 $ 2,492,228.84 $ 1,000,000.00 $ 1,345,019.75 $ 2,345,010.75 
W. E. WOLLAEGER, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V,-Pres’t 


ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO. 


OF MILWAUKEE, WIS. 





JOHN KAY, V.-Pres’t A. H, HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 
ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO. 


OF CONCORD, N. H. 





CHARLES L. JACKMAN, President ORGANIZED 1905 M. R. JACKMAN, Vice-Pres’t 


UNDERWRITERS FIRE INSURANCE CO. 
OF CONCORD, N. H. 
175,689.24 $ None $ 100,000.00 $ 75,689.24 $ 175,689.24 


CHAS. H. YUNKER, President ORGANIZED 1852 A. W. GROSSENBACH, Vice-Pres’t 


MILWAUKEE MECHANICS INSURANCE CO. 


OF. MILWAUKEE, WIS. 








$12,792,945.35 $ 7,243,098.89 $ 2,000,000.00 $ 3,549,846.46 $ 5,549,846.46 
NEAL BASSETT, Chairman of Board 
FE mre ROWE, President E. J. DONEGAN, V.-Pres’t & Gen’l Counsel >. ‘em BURTON, Vice-Pres’t 
EYER, Vice-Pres’t EARL R. HUNT, Vice- Pres’t WM. P. STANTON, Vice-Pres’t S. K. McCLURE, Vice-Pres’t 


+ SOHN KAY, Vice-Pres’t A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t E. G. POTTER, 2d Vice-Pres’t 
ORGANIZED 1874 


METROPOLITAN CASUALTY INSURANCE CO. 


OF NEW YORK, N. Y. 











$15,452,308.70 $10,173,698.43 $ 1,500,000.00 $ 3,778,610.27 $ 5,278,610.27 
Cc. W. FEIGENSPAN, President W. VAN WINKLE, Vice-Pres’t & Gen’l Mer. 
WINTON C. GARRISON, Vice-Pres’t & Treas. ORGANIZED 1909 E. C. FEIGENSPAN, Vice-Pres’t 


COMMERCIAL CASUALTY INSURANCE CO. 


OF NEWARK, N. J. 


$14,975,568.30 e $ 9,975,568.30 $ 2,500,000.00 $ 2,500,000.00 $ 5,000,000.00 





TOTAL NET PREMIUMS $50,467,137.06 


EASTERN DEPARTMENT 


WESTERN DEPARTMENT 
844 Rush Street, Chicago, Ill. 30 Pack Pace PACIFIC DEPARTMENT 
H. A. K ae oa Newark, New Jersey 60 Sansome Street 
CANADIAN DEPARTMENT San Francisco, California 
Ass’t Managers . pti ti. = o ‘ W. W. & E. G. POTTER, Managers 
H. R. M. SMITH 61-467 Bay St., Toronto, Canada Ass’t Manager 
JAMES SMITH FRED W. SULLIVAN MASSIE ca” Ltd., JOHN R. COONEY 
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FIRE 48© MARINE INSURANCE 





G. W. Booth Honored 
By Associates 
Well-Known Authority on 


Water Supply and Fire 
Prevention Problems 


With the Board 25 Years 


Dinner Given by Members of 
Engineering Advisory Coun- 
cil of the National Board 








On the evening of Nov. 20 George 
W. Booth, chief engineer of the com- 
mittee of fire prevention and engineer- 
ing standards of the National Board of 
Fire Underwriters, was honored at a 
dinner given him by the members of the 
Advisory Engineering Council, which 
is composed of the representatives and 
managers of the various boards and 
bureaus throughout the country. The 
committee of arrangements included 
A. C. Hutson of the National Board; 
A. R. Small, vice-president of the Un- 
derwriters’ Laboratories and W. B. 
White of the New York Board of Fire 
Underwriters. 

The speakers of the evening, includ- 
ing A. R. Small, who acted as toast- 
master, were B. M. Culver, vice-presi- 
dent of the Continental Insurance Com- 
pany and chairman of the committee on 
fire prevention and engineering stand- 
ards; Chief John Kenlon of the New 
York Fire Department and Ernest 
Palmer, general manager of the Chi- 
cago Board of Fire Underwriters. 

Mr. Booth was educated at Worcester 
Polytechnic Institute, receiving his en- 
gineering degree in 1891, and for two 
years afterward was an instructor at 
that institution. In 1893 he relinquished 
his instructorship to join the Metro- 
politan Water Board of Massachusetts. 
Mr. Booth remained with the Massa- 
chussetts board for eleven years, dur- 
ing which time he held several im- 
portant positions and at the time he 
left in 1904, he was division engineer. 
From the time he left the Water Board 
of Massachusetts, with the exception 
of some time spent with the Depart- 
men of Water Supply of New York 
City in the years of 1908 and 1909, Mr. 
Booth’s connection with the National 
Board of Fire Underwriters has been 
unbroken. Until 1910 he was hydraulic 
engineer of the committee of fire pre- 
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N. C. Woodcock Made Manager 
at Winnipeg for Caledonian 


TORONTO, ONT., Nov. 25.—The Cale- 
donian Insurance Company has ap- 
pointed Norman C. Woodcock as 
branch manager at Winnipeg, to suc- 
ceed Douglas Cownie, to take effect 
January 1st, when Mr. Cownie goes to 
Montreal as joint branch manager of 
the Canadian branch until John G. 
Borthwick retires as Canadian Man- 
ager on May 15th, when Mr. Cownie 
will succeed him. Mr. Woodcock has 
been chief clerk in the Winnipeg 
branch for the past three years. 








vention, then he became chief engineer, 
the position he now holds. The com- 
mittee with which Mr. Booth is con- 
nected has, through its extensive re- 
ports on conditions existing, been in- 
strumental in effecting many improve- 
ments and changes in water supply de- 
partments, structural conditions and 
fire alarm systems throughout the 
United States, and no little credit goes 
to Mr. Booth inasmuch as most of this 
work has been done under his super- 
vision, and has been so recognized by 
almost every water department super- 
intendent, mayor, fire chief and build- 
ing inspector as well as insurance 
people in the country. In addition to 
his affiliation with the National, Mr. 
Booth is a member of the American 
Society of Engineers. 





George W. Booth 


Premium Cut Ordered 
in Virginia 





Present Rates Producing 
Profits Far in Excess of 
Reasonable Amount 





Current Scale Disapproved 





To Remove Differences in Rates 
of General, Southwest, Pied- 
mont and Valley Zones 


A premium reduction of . $834,310 
will be effected in the State of Vir- 
ginia when fire insurance rates are 
reduced in accordance with a decision 
rendered, November 20, by the Virginia 
Corporation Commission. 

This decision comes as a result of 
an investigation of rates charged (on 
fire and lightning insurance) by fire in- 
surance companies during the period 
January 1, 1923 through December 31, 
1927 and the five years next preceding, 
in which it was contended, by the cor- 
poration commission, had and are 
producing a profit of unreasonable pro- 
portions and that the rates filed by in- 
surance companies in Virginia under 
chapter 433, Acts of 1928 for future 
application will also produce a profit 
in excess of what is reasonable. There- 
fore, the State corporation commission 
rules that in order that the rates now 
in force for fire and lightning insurance 
(excepting sprinklered risks) produce 
a fair and reasonable profit only said 
rates should be reduced to the extent 
that the next premiums written by the 
158 companies affected will be reduced 
not less than $834,310 per annum, there- 
fore, these rates are disapproved. 

The commission further orders that, 
all fire insurance companies doing 
business in the State of Virginia, 
which under chapter 433, Acts of 1928, 
are required to file their rates with the 
State corporation commission and must 
also submit, within thirty days from 
November 20, to State corporation com- 
mission a classification, or classifica- 
tions, of risks with rates applicable 
thereto which shall meet the approval 
of the State corporation commission of 
Virginia. 

The commission states that rates now 
applicable to what is known as the 

(Concluded on page 21) 
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H. Graham Buswell 
To Retire 


Lesch Appointed General 
Manager for The Home 
in Chicago 








Promotions Announced 





Management of Home Group’s 
Chicago Offices to Be Under 


Supervision of One Manager 





Announcement of the expressed in- 
tention of Henry Graham Buswell, 
manager for Chicago and Cook County 
territory of the Home Insurance Com- 
pany of New York, to retire as of Dec. 
31, was made last week and at the same 
time the appointment of J. K. Lesch 
to the position of general manager was 
also made known. 

Mr. Buswell, who was the brother 
of the late Frederic C. Buswell, who 
was president of the Home when 
he died, became affiliated with the 
company at its home office in 1885 and 
some time later became chief under- 
writer in the Western department, 
where he remained until transferred 
to Chicago as manager in 1903. Be- 
sides having served the company’s in- 
terests in a commendable manner, Mr. 
Buswell, as a member of the Chicago 
Board of Underwriters, has been very 
active and instrumental in bringing 
about better underwriting conditions 
in the Chicago district, and has held 
the offices of treasurer, vice-president 
and, for three years, president of the 
Chicago Board of Underwriters. Upon 
his retirement Mr. Buswell will con- 
tinue to reside in Evanston, IIl. 

J. K. Lesch, who will become general 
manager, will have supervision over 
all the Home’s activities in Chicago, 
thus coordinating the city, county, 
farm and business development, marine, 
improved risk and Illinois State agency 
department under executive head, al- 
though each department will have a 
manager in charge. 

As a member of the firm of Lesch & 
Cornell, Mr. Lesch has for some years 
been head of the Home’s Western farm 
department. After serving in the of- 
fice of the Western department, Mr. 
Lesch was appointed special agent at 
Kansas City in 1900 and remained there 
until recalled to the Chicago office, 
where, in company with F. H. Cornell, 
he was made manager under H. H. 
Walker, secretary. On the death of 
Mr. Walker he and Mr. Cornell became 
the managers. 

Mr. Cornell has been affiliated with 
the farm department 33 years and will 
become manager of the farm depart- 
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H. G. Buswell 


ment with G. C. Cundiff as assistant 
manager. 

E. R. Hurd will become manager of 
Cook County and Chicago. John C. 
Starrett, assistant manager, E. V. 
McKarahan in charge of the production 
department; W. B. Blewitt, marine de- 
partment and T. K. Pfafflin in charge 
of the improved risk department. 


Los Angeles Library Officials 
Asked to Reconsider 


Los ANGELES, CAL., Nov. 25.—In an 
effort to influence the Board of Library 
Commissioners to reconsider its an- 
nounced policy of discontinuing all fire 
insurance on the Los Angeles public 
library and its numerous branches, the 
city and county committee of the Los 
Angeles Fire Insurance Exchange met 
recently with the library officials. 

The plan of the commissioners, an- 
nounced several months ago, is to 
create a self-insurance fund by setting 
aside premiums that heretofore have 
been paid for stock company coverage, 
amounting to about $6,500 annually 
in premiums. Consequently, as the va- 
rious policies have expired they have 
not been renewed and in a short time, 
it is stated, the entire group of build- 
ings, with the exception of a few frame 
structures, will be 100 per cent self- 
insured. 

According to the committee, the main 
building of the public library, valued at 
about $2,500,000, including contents, is 
situated in a hazardous downtown fire 
zone. 


The Insurance Society of Philadelphia 
has just announced the series of lectures 
for its three fire insurance courses—junior, 
intermediate and senior—which began on 
November 19 and will continue every Tues- 
day night thereafter. 





Managers Confer with 
Des Moines Agents 





Betterment of Conditions in 
Iowa City Purpose 
of Meeting 





Conference in Chicago 





Smith of National Associaiton 
And Morrison of Iowa 
Association Present 





DES MOINES, IowA, Nov. 238, 1929.— 
A number of prominent members of 
the Des Moines Underwriters’ Asso- 
ciation, recently held a conference in 
Chicago with company managers of 
that city. Notice of the conference 
had been sent to Clyde B. Smith, of 
Lansing, Michigan, president of the 
National Association of Insurance 
Agents, and to SAmuel T. Morrison of 
Iowa City, president of the Iowa Asso- 
ciation of Insurance Agents, urging 
them to be present, and the request 
was complied with. The object of the 
conference was for a frank discussion 
of the many local problems in Des 
Moines, which are of long standing and 
increasingly aggravating. 
In discussing the different subjects 
brought up for adjudication, John I. 
Petty, secretary of the Des Moines 
Underwriters Association, though not 
present at the conference but who is 
well advised as to the reforms desired, 
says that the principal subjects dis- 
cussed were what he terms the deplor- 
able conditions imposed by the follow- 
ing practices: 
1.—Dual agencies and indiscriminate 
licensing of curbstoners and side- 
liners by general agents and 
branch managers. 

2.—Unprofessional practices of non- 
board members. 

3.—Policy writing of Des Moines 

property by company special 
agents. 

To be more exact, it is alleged that 
contractors, barbers, real estate men, 
carpenters, restaurant men, salesmen 
and various and sundry roustabouts to 
whom licenses have been issued but who 
are wholly ignorant of insurance ex- 
pertness and who know nothing of 
either insurance ethics or insurance 
standards, are tolerated and encour- 
aged by company officials. 

In discussing the matters presented 
at the conference, Mr. Petty says: 
“The Association Agents have shown 
their loyalty and co-operation for over 
twenty years and the time has now ar- 
rived for the Company Officials to fully 
co-operate with them and correct the 
demoralized local conditions.” 
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They Fall at Random 


You can never tell about accidents. 
They come unannounced and unwanted 
and there is no place of sanctuary. 

Even a Y. M. C. A. building in the 
heart of New York City, or a cathedral, 
or the Woolworth Tower is not depend- 
able as a landing place for airplanes, 
especially if the craft is out of control. 
We had a striking example of this Nov. 
20 when Charles I. Reid was killed in 
a collision with a Y. M. C. A. building 
in Fifty-seventh Street, New York 
City. His passenger escaped in a para- 
chute a minute before the plane crashed. 

Even the most expert pilot is not 
immune. Tuesday morning the news- 
papers carried a report of the death of 
Lieut. George T. Cuddihy, veteran navy 
vilot and one time winner of the 
Schneider cup races. His plane went 
out of control at 10,000 feet. 

It is not generally known that owners 
of buildings can insure them against 
accidents of this kind and it is not too 
generally known that owners and oper- 
ators of airplanes can insure not only 
the planes, but themselves. Owners of 
aircraft are not, as a rule, poverty 
stricken. They can afford adequate 
protection. The same holds true with 
owners of apartment houses and private 
dwellings. 


Premium Cut Ordered in 
Virginia 
(Concluded from page 19) 

Valley Zone shall be maintained as 
minima, except where departure from 
this rule is specifically justified by the 
companies. In applying the reduction as 
ordered, the present existing rates 
shall, in all instances, be maintained as 
maxima and within the limitations as 
above defined, the reduction shall be 
so applied as to remove, as far as is 
practical at this time, the differences 
existing in basic and final rates between 
the Virginia General, Southwest, Pied- 
mont and Valley Zones, the rates on 
the Eastern Shore to remain as is. 

It is further ordered that the reduc- 
tion made for the use of the “three- 
fourths value” clause shall not exceed 
15 per cent of the final rate where the 
clause is used. The commission also 
ruled that on all classes of risks in 
which a different rate is maintained in 
different zones in the State of Virginia 
that all companies maintaining such 
differences shall, on and after January 
1, 1930, preserve accurate records 
showing the burning ratio and the loss 
ratio of each class in each zone and in 
each county and city of such zone and 
make annual report thereof to the 
State corporation commission of Vir- 
ginia with an accurate tabulation of the 
information from which said burning 
ratio and loss ratio are determined. 
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The Ever Alert Camera Man Was On the Scene Right After the First Airplane 
Crash in New York City. 





New Jersey News and Gossip 


T THE annual meeting of the 
A perees County Association of In- 
surance Agents, held at the Swiss 
Chalet, Rochelle Park, N. J., Alan V. 
Livingston of Englewood was chosen 
President and H. L. Fenner of Oradell, 
Secretary. This flourishing organiza- 
tion is the second largest in the State 
and its membership of nearly seventy 
consists of the following agents: 
Alfred Christie, Henry S. Halahan 
Inc., Christian P. Mabie, W. Alex Mac- 
Gregor, Wm. S. Nevins, Fred. C. Bruno, 
Floyd St. Farrant Co., and Reis & Reis 
Inc., all of Bergenfield; Geo. Zimmmer- 
man & Son, Carlstadt; John Fromm 
and Raymond W. Taylor, Closter; A. B. 


Leimbeck, Demarest; Thos. C. Birt-’ 


whistle & Co., Birtwhistle & Livingston, 
R. A. Gorham Co., Growney & Neilson, 
Chas. T. Larsing, Inc., and Tillotson & 
Probst of Englewood; Geo. H. Schlosser, 
Fort Lee; Edward Beyer, Borg, Rusch 
& Boyd, J. C. Conklin Agency Inc., 
M. D. Easton, C. S. Fountain & Sons, 
J. Elliott Haring, Chas. Rosenberg and 
Louis W. Shaffer Inc., of Hackensack; 
Carlson & Alleborn, Inc., and Frank & 


Sunden, Harrington Park; Allen & 
Allen, E. C. Little, Hasbrouck Heights; 
John D. Hewitt Jr., C. J. Kirkland, 
Harry E. Moore, Leonia; Lodi Agency, 
Lodi; H. R. Bogle & Co., L. N. Nicckol- 
son Co., Andrew W. Peters, Fred. M. 
Saum, J. T. Wilson & Co. Inc., Lynd- 
hurst; Fenner & Dederick, Walter G. 
Wray & Son, Oradell; Bergen, Inc, 
Harry D. Schall, Palisades; Richard R. 
Viewig, Palisades Park; Adolph A. 
Haase, Paramus; Alex. H. Sibbold, 
Park Ridge; Alfred F. Fleischman, 
Frank E. Murphy, Inec., Alfred E. 
Rhodes, Ridgefield Park; John Harde- 
kopf, J. Blauvelt Hopper & Son, C. B. 
Smith, Fred. C. Smith Co., S. S. Wal- 
strum, Gordon & Forman, Robt. H. 
Wortendyke, Ridgewood; Henry Schna- 
kenberg, Rochelle Park; A. W. Van 
Winkle & Co., Weed & Bloecher Co., 
Inc., E. S. Williamson & Co. Inc., Ruth- 
erford; John A. Baldwin, Teaneck; 
Hudgius & Demarest, Inc., West Engle- 
wood, and Fidelity Finance & Realty 
Co., J. Arthur Heck, Henry Hinck, 
Westwood Bergen Realty Co., all of 
Westwood. 
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CORROON & REYNOLDS 


INCORPORATED 


INSURANCE UNDERWRITERS 








92 WILLIAM STREET Manager NEW YORK 
fol: =}@)xo 
June 30, 1929, Statements 
American Equitable Assurance Knickerbocker Insurance Company 

Company of New York of New York 
Assets Liabilities Capital octets Assets Liabilities Capital Ia 


$13,199,520.14 $4,131,528.24 $2,000,000.00 $9,067,991.90 


Bronx Fire Insurance Company 


of the City of New York 


$ 6,222,503.26 $1,465,563.53 $1,000,000.00 $4,756,939.73 


Brooklyn Fire Insurance Company 


$ 6,582,059.23 $1,540,303.61 $1,000,000.00 $5,041,755.62 


Globe Insurance Company 
of America 


Pittsburgh, Pa. 
(Incorporated 1862) 


$ 2,951,973.45 $ 907,735.38 $ 600,000.00 $2,044,238.07 


Independence Fire Insurance Company 
Philadelphia, Pa. 


$ 2,469,571.32 $ 923,403.22 $1,000,000.00 $1,546,168.10 


Independence Indemnity Company 
Philadelphia, Pa. 


$14,269,558.93 $9,308,535.79 $1,250,000.00 $4,961,024.14 


Jefferson Fire Insurance Co. 
Newark, N. J. 


$ 1,164,568.03 $ 157,129.65 $ 400,000.00 $1,007,438.38 


*Net Resources, being aggregate of Capital, Net Surplus and Voluntary Reserves. Above include additional funds paid 


in since June 30, 1929. 





Complete facilities for writing all classes of insurance, excepting life 


$ 6,779,155.71 $2,823,076.82 $1,000,000.00 $3,569,078.89 


Long Island Fire Insurance Co. 


$ 481,783.24 $ 73,268,93 $ 200,000.00 $ 408,514.31 


Merchants and Manufacturers 
Fire Insurance Company 


Newark, N. J. 
(Chartered 1849) 


$ 6,828,569.30 $1,515,728.36 $1,000,000.00 $5,312,840.94 


Metropolitan Fire Insurance Co. 


of New York 


$ 1,006,278.75 $ 141,991.36 $ 200,000.00 $ 864,287.39 


New York Fire Insurance Company 
(Incorporated 1832) 


$ 4,246,343.35  $1,451,654.73 $1,000,000.00 $2,794,688.62 


Republic Fire insurance Company 
Pittsburgh, Pa. 
(Incorporated 1871) 


$ 4,770,208.91  $1,188,960.91 $1,000,000.00 $3,581,248.00 


State Fire & Marine Insurance Co. 
of Illinois 


$ 462,460.85 $ 106,704.98 $ 250,000.00 $ 355,755.87 


Sylvania Insurance Company 
Philadelphia, Pa. 


$ 6,395,306.86 $1,145,419.76 $1,500,000.00 $5,249,887.10 
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The Authors of “Fire Insurance 
Inspection and Underwriting” 
Charles C. Dominge and Walter O. Lincoln Have Long 


Established Reputation as Experts in This Field— 
Fourth Edition Entirely Revised and Greatly Enlarged 


O use the phrase of the after- 
dinner chairman, the authors of 
“Fire Insurance Inspection and 
Underwriting” need no _ introduction. 
They are Charles C. Dominge and 
Walter O. Lincoln, both of New York. 
Mr. Dominge started in the insur- 
ance business in 1895. Four years later 
he joined the New York Fire Insurance 
Exchange as a clerk in the certificate 
department and was subsequently ele- 
vated through the inspection and rating 
departments and finally was made chief 
counterman. In 1900 he went to the 
Great American Insurance Company, 
New York, to take over the schedule 
department and is now secretary of the 
company. Mr. Dominge has written 
extensively for THE SPECTATOR and 
other insurance journals, is the author 
of several fire insurance books and also 
lectures on insurance throughout the 
country. He firmly believes that every 
one should have a hobby to offset the 
busy routine of insurance and in the 
summer he spends the majority of his 
leisure time swimming at his country 
place in Northport, L. I. The winter 
nights are passed collecting theatrical 
autographs and stage relics, as a re- 
minder of his early days on the stage. 
He is also somewhat of a cartoonist 
and the frontispiece drawing in the 
book, “Fire Insurance Inspection and 
Underwriting,” is one of his creations. 
Mr. Lincoln served an apprenticeship 
in several insurance offices until he be- 
came map clerk for the late W. S. 
Banta. When Mr. Banta died and the 
agency was closed, Mr. Lincoln went 
with the Great American as map clerk. 
During the nineteen years he was with 
the Great American he served as chief 
clerk, inspector, chief inspector and 
was underwriter for that group. In 
1926 he became assistant secretary of 
the Mills & Honness agency in New 
York in the capacity of manager of the 
underwriting department. Like Mr. 
Dominge, he has for several years 
written extensively for numerous in- 
surance journals and has addressed 
various underwriting and civic organi- 
zations on many phases of the insur- 
ance business. At present he is a mem- 
ber of the educational committee of the 
Insurance Institute and lecturer before 
that body. He is also co-author of sev- 
eral insurance books. 
It is not amiss to say something con- 
cerning “Fire Insurance Inspection and 
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Underwriting,” which Mr.-Dominge and 
Mr. Lincoln wrote and which, now in 
its fourth edition, is published by THE 
SPECTATOR COMPANY. The fourth edi- 
tion has been entirely revised and 
greatly enlarged and contains 1150 
pages and treats 5500 subjects. It is 
profusely illustrated. It may well be 
said that it is a book that no fire in- 
surance man can afford to be without, 
for the authors are qualified by many 
years of inspection and underwriting 
experience to speak with authority on 
the subject. The subjects covered em- 
brace practically all fire and special 
hazards of chemicals, processes and ma- 
terials used in manufacture or com- 
merce; standard fire insurance policy 
conditions; descriptions of various 
forms of insurance, definition of insur- 
ance words and phrases, dangerous 
subjects under trade names, lessons 
from serious fires and the effect of fire, 
smoke and water on various commodi- 
ties. 

The book is legibly printed on strong, 
thin paper and substantially bound in 
flexible binding with tinted edges and 
is of a size to be carried comfortably 
in the pocket. 

The regular edition of this book is 
priced at $6.50. The de luxe edition, 
bound in genuine leather, gilt edged 
and thumb-indexed, is $10. 
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Delinquent Remittances Are 
Inexcusable 





A Source of Dissatisfaction to 
Underwriters—New Agents 


Chief Offenders 


CHIcaAGo, ILL, Nov. 24.—The Cook 
County Field Club, the fire insurance 
special agents, have taken steps to im- 
prove the collection of delinquent 
agency balances, as a result of the 
speech on collections by S. R. Platten- 
burg, cashier in the Chicago branch of- 
fice of the Travelers. 

Mr. Plattenburg made the point that 
premiums were the property of the 
company and that the balances should 
be remitted immediately upon collec- 
tion, and that the agents should not 
hold them for thirty or sixty days. He 
told of the plan used by the Travelers 
in stimulating the collection of de- 
linquent balances, which includes warn- 
ings to agents when balances are forty- 
five days past due, and a letter to the 
policyholder, calling his attention to 
the delinquency at the end of sixty 
days. 

Harold Hilton, president of the or- 
ganization, told of the problem of bal- 
ance collections in Cook County, and 
made the point that the chronic de- 
linquents are usually found among the 
more recently appointed producers. A 
committee was authorized to investi- 
gate a plan proposed by Mr. Hilton 
whereby the names of the chronic de- 
linquents will be bulletined to the club. 
members. 

Illinois agents, it may be said, are 
having a similar difficulty with policy- 
holders. 








REVISE THEIR WELL-KNOWN BOOK 








Charles C. Dominge 
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Underwriters’ Trust Com- 
pany Formally Opened 


Horatio Kelsey Heads New Bank 
Which Has $1,000,000 Capital 
and Like Surplus 


On November 26, the doors of the 
Underwriters’ Trust Company, an ac- 
count of whose organization appeared 
in THE SpecTaToR Oct. 10, were 
formally opened. This is the bank 
headed by Horatio N. Kelsey, well 
known insurance man, which will 
specialize in service to insurance under- 
writers, brokers and agents and in- 
tends to become a neighborhood bank 
serving especially the district east of 
Breadway, between Wall and Cham- 
bers streets. The bank is located on the 
ground floor of the new insurance build- 
ing at 111 John street. 

The new bank starts with a capital 
of $1,000,000 and a paid-in surplus of 
$1,000,000. 

Mr. Kelsey pointed to the growth of 
the neighborhood, the number of new 
buildings under construction nearby, 
and the lack of banking facilities close 
to the business houses along the East- 
ern part of the district as a reason 
for the organization of the Under- 
writers’ Trust. The bank stands near 
the center of the tobacco industry 
along Water and Front streets as well 
as near the great number of insurance 
offices on William, John and Liberty 
streets. The drug and chemical indus- 
try, also without banking facilities, is 
located in this vicinity. 

The directors, as previously an- 
nounced in THE SPECTATOR, are as 
follows: Paul Abbott, of Watson & 
White, Investment Bankers; James I. 
Cuff, General Counsel, Indemnity Ins. 
Co. of No. America; Howard S. Cull- 
man, Cullman Bros., Inc., Tobacco; 
John A. Diemand, Vice-President and 
Director, Southern Surety Company; 
Charles F. Enderly, New York Man- 
ager, Insurance Co., of No. America; 
Sumner Ford, President, Lewis and 
Gendar, Inc.; Ivan N. Hardingham, 
President, the Hardingham Press, Inc.; 
M. L. Heide, Vice-President and Direc- 
tor, Importers and Exporters Ins. Co., 
of New York; Eugene F. Hord, Vice- 
President and Director, Standard Ac- 
cident Insurance Company; Frederico 
Lage, Lage & Co., Investment Bankers; 
Percy C. Magnus, President, Magnus, 
Mabbee & Reynard; Harry L. McGee, 
Vice-President, Tidewater Rolling 
Mills; George W. Morgan, Breed, Ab- 
bott & Morgari; L. Gustam Moses, Vice- 
President, Geery, Guthrie & Company, 
Inc.; Allan M. Perkins, Vice-President, 
Underwriters’ Trust Company, and 
George C. Van Tuyl, Jr., President, 
Bankers Loan and Investment Com- 


pany. 
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Steady Reduction in 
Free Insurance 





Mowry Reports Substantial 
Decreases in Number of 
Items and Amounts 


$913 Reduction for June 





Cooperation of Producers with 
Central Bureau Helps Bring 
About Improvement 


The fact that the volume of unpaid 
earned insurance premiums, commonly 
known as free insurance, is. diminish- 
ing is evidenced by the monthly reports 
of B. R. Mowry, manager of the Cen- 
tral Bureau. 

Mr. Mowry reports that since his 
department began this work there has 
been a noticeable improvement in con- 
ditions as regards this evil, and that in 
addition to appreciable reductions be- 
ing effected in the amount of “free in- 
surance” producers responding more 
promptly to the inquiries sent out by 
his office. 

The present report of Mr. Mowry to 
the State Insurance Department shows 
that in comparison to June, 1928, the 
amount of unpaid earned premiums for 
June, 1929, amounted to $35,469, 
against $36,383, or a reduction of $913, 
while the number of items listed in 
June last year numbered 8,067, against 
7,664 for the same period of this year. 
This report covers both fire and cas- 
ualty items, of which the casualty com- 
panies reported 4,159 and premiums of 
$100,832 last June, against 5,413 items 
and $123,004 in premiums for the same 
period of 1928. This shows a decrease 
in items of 1,254 and $22.172 of pre- 
miums outstanding. 

Of the letters sent out by the Bureau, 
there were 1,537 first letter required 
for June, against 1,612 for May. The 
number of second letter required 
dropped from 334 to 286. 64 brokers 
were referred to the Department. 


Albert H. Einecke, Terre Haute 
Agent, Dies of Injuries 


Albert H. Einecke, 58 years old, op- 
erator of a large general agency in 
Terre Haute, Ind., handling fire and 
casualty insurance, was fatally injured 
in an automobile accident in which he 
was a passenger in the car. The acci- 
dent occurred west of Terre Haute. 
Riding in the same car were his wife 
and a child, neither of whom was 
seriously injured. The car turned over. 
The widow and one son survive. 


Rate Reductions Sought 
by Tennessee Cities 





Losses Low, Claims Chattanooga; 
Knoxville to Start an Investi- 
gation of Its Rates 


CHATTANOOGA, Tenn., Nov. 23. — 
Sporadic efforts are springing up at 
various points in Tennessee to get fire 
insurance rates reduced. The leading 
editorial in the “Chattanooga Times” 
of this date avows that the companies 
were unjust in recently increasing the 
rates here because Chattanooga failed 
to install additional fire fighting equip- 
ment. The same paper says the losses 
here have been low for many years, 
and that Chattanooga has been made 
to pay the high losses of other cities. 

In Knoxville, the Mayor and the 
president of the Chamber of Commerce 
have appointed a committee to investi- 
gate fire insurance rates in that city, 
with a view of pressing the companies 
for a reduction. 

Both cities seem to have been at- 
tracted by the fact that the Virginia 
‘Corporations Commission has recently 
ordered the stock companies to effect 
a reduction in that State during the 
next thirty days, which will save pre- 
mium payers a minimum of $834,310 
each year. 











Fewie Bie 


Jnsurance Company, 


ican ness 


Man’s busy-ness . . his 
daily activity . . . con- 
stantly creates new 
hazards, new values to 
be protected. Among 
the industries of your 
community there are 
doubtless new proc- 
esses — new products. 
Find them. / Protect 


them. For here are 
opportunities for more 
business for you—for 
greater service to your 
clients. 
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New Jersey Association May Point 
with Pride 


Performs a Great Service to the Insurance 
Business by Its Severe Scrutiny 
of Burdensome Legislation 


HE New Jersey Association of 
Underwriters, a picture of whose 
president, Major Fred Hickman, ap- 
pears on the cover of this issue of THE 
SPECTATOR, has a splendid record of 
achievement behind it and an ambitious 
program with which it faces the future. 
Probably the most severe task the 
New Jersey State Association has un- 
dertaken is the close scrutiny it exer- 
cises over the legislation that comes up 
for hearing at Trenton. The following 
committee handled this work last year 
and has been reappointed for the com- 
ing year: Harry L. Godshall, chairman; 
Fred J. Cox, W. M. Dickinson, Edward 
L. Sturgis and Alfred Christie. 

This committee undertook the im- 
mense task of analyzing a total of 299 
bills that were introduced into the State 
Senate, and a total of 518 bills which 
were introduced in the Assembly this 
last year. In addition to this there 
were 19 joint resolutions and two con- 
current resolutions introduced in the 
Senate and 22 joint resolutions and 
two concurrent resolutions introduced 
in the Assembly, making a grand total 
of 863 pieces of legislation that were 
examined by the Legislative Commit- 
tee. Out of this number fourteen bills 
and one joint resolution introduced in 
the Senate and eighteen bills intro- 
duced in the Assembly affected the in- 
surance business. They covered a 
multitude of subjects, and it was the 
purpose of the committee to favor 
legislation that was in the interest of 
the insurance business and the public, 
and to discourage legislation that was 
inimical to both interests. 

One of the outstanding pieces of 
legislation that was introduced and 
which, after some amendments, re- 
ceived the endorsement and support of 
the committee, was the Automobile 
Safety Responsibility Bill, introduced 
by Senator Richards of Atlantic Coun- 
ty. This bill is, in many respects, 
similar to one passed in New York, 
Connecticut and New Hampshire, and 
is quite similar to the bill recommended 
by the American Automobile Associa- 
tion for the providing of financial re- 
sponsibility by motor vehicle owners 
and operators. It is the expectation 
that this bill will go a long way to- 
ward improving conditions on the high- 
ways of New Jersey, and discourage 
reckless driving and a disregard of 
traffic regulations, and eliminate the 
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irresponsible drivers from the highways. 

In response to a persistent demand 
from the membership of the Associa- 
tion for the introduction of an Agents’ 
and Brokers’ Qualification Bill, a spe- 
cial committee, headed by Julius Klein 
of Newark, has been appointed to study 
this question, and they have prepared 
what they consider a model bill. A 
rough draft of the bill is now before 
the executive committee for their study. 

Another committee has been ap- 
pointed, with Stanley Stultz of Hights- 
town as chairman, to study the ques- 
tion of organizing a finance company 
to take care of the installment pay- 
ment of premiums, or to recommend 
some other method of handling this 
problem. Whether New Jersey will 
follow the lead of New York in this 
matter, or whether they will adopt 
some other method of taking care of 
this innovation in modern business 
methods, remains to be seen. 

The New Jersey Association has 
shown its determination to cooperate 
and support the National Association 
by qualifying its membership. On Sept. 
1, 1929, one hundred and ten members 
were dropped from the rolls as being 
ineligible for membership on account of 
the fact that they represented com- 
panies that were in violation of the 
principles of the National Association. 
Since that time, a great many of these 
members discontinued the representa- 
tion of such companies and have been 
reinstated, and every day brings in new 
ones. 

New Jersey, on account of its geo- 
graphical situation, has many prob- 
lems that seem to be in inverse ratio 
to its due. The Association has tried to 
hold a steady hand on the helm and 
guide it through all the difficulties that 
were presented when the Board com- 
panies decided to put the separation 
rule into effect, on Sept. 30. That 
separation was a matter for the de- 
cision of each individual agent was 
the policy adopted by the State Asso- 
ciation officers and in this policy they 
were supported by an overwhelming 
majority of the members. 

President Hickman believes that con- 
ditions in the State generally are im- 
proving, and the efforts of the Associa- 
tion to bring about a better feeling be- 
tween the agents and the companies is 
producing results. The advantage of 
a strong organization of insurance 
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Longnecker Heads National 
Advertisers Group 


J. W. Longnecker, advertising man- 
ager of the Hartford Fire Insurance 
Company, has just been appointed 
chairman of a special committee of the 
Association of National Advertisers, 
according to a recent news bulletin is- 
sued by that association. The purpose 
of this special committee will be to 
study the cooperative advertising ef- 
forts of national and local advertisers. 

The work of this special committee 
will be carried on under Mr. Longneck- 
er’s direction by Lawrence C. Lock- 
ley of the Research Staff of the Har- 
vard School of Business Administration. 
The other members of the committee 
are: P. J. Kelly, of the B. F. Goodrich 
Company; H. L. Harding, United Drug 
Company; Clinton B. Tooley, McCallum 
Hosiery Company; Edward T. Caswall, 
The Climalene Company; Robert Wad- 
dell, Hamilton Watch Company, and 
W. A. Martin, Munsingwear Corpora- 
tion. 


Goodwin to Strengthen State 
Organizations 


Los ANGELES, CAL, Nov. 19.— 
Strengthening of both State and na- 
tional associations will be the aim of 
Percy H. Goodwin of San Diego, who 
has been elected chairman of the execu- 
tive committee of the National Associa- 
tion of Insurance Agents. In an an- 
nouncement issued this week, Mr. 
Goodwin stated that there was much 
work to be done on the Pacific Coast in 
developing the State organizations and 
in securing them as members of the 
national body. 

Mr. Goodwin plans to visit Oregon, 
Washington and Utah during the com- 
ing year and will endeavor to have 
these States affiliate with the National 
Association. 


Reports Indicate Settlement of 
Philadelphia Dispute 


Although the report that the amend- 
ments to the by-laws of the Phila- 
delphia Fire Underwriters’ Association 
would be brought up to the annual 
meeting proved untrue, reports along 
Philadelphia’s “Insurance Row” seem 
to indicate an early settlement of the 
differences between the agents and the 
E. U. A. and that a new agency agree- 
ment will finally be agreed to. 








agents in New Jersey has been proved 
many times in the last few years. 
Herbert A. Faunce is secretary of 
the Association and the executive com- 
mittee is composed of Harry Godshall, 
Atlantic City; Albert Christie, Bergen- 
field; William Hurtzig, Morristown and 
Harvey B. Nelson of Jersey City. 
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Out of the Pioneer West of Campfires, Indians and Cow Boys, has come 
a new empire of thriving industry and metropolitan cities. But there will KANSAS CITY 
always remain the traditional spirit of hospitality and friendliness that MISSOURI 
characterizes the WEST and all of its institutions. sss 


The WESTERN INSURANCE COMPANIES are proud of 
the traditions associated with their name and location and 
endeavor to exemplify in every transaction the true spirit 
of WESTERN FRIENDLINESS. $$)? 


Agents who appreciate such treatment are invited 
to apply for representation in territory that may 
be open in any one of twenty-two states. 
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HE accompanying table lists the 

ten leading companies in fire and 
allied lines, in point of premium vol- 
ume, together with their total premium 
rank, as of Dec. 31, 1928. An analysis 
of the table brings out some interesting 
points. 

The leading company in total premi- 
um rank is the Home Insurance Com- 
pany of New York, and it is significant 
that it is the only company in the tabu- 
lation which has attained a ranking in 
every line. While outranked by one 
other company in respect to straight 
fire premiums, its consistent average 
in all lines gives the company first 
place for the total, though it is the 
leader in but one class of business, that 
of sprinkler leakage. 

The Hartford Fire was second in 
total premium volume in 1928, but 
achieved leadership in three distinct 
lines. In two lines, ocean marine and 
earthquake, it does not rank. The third 
ranking company is the Insurance Com- 
pany of North America, Philadelphia. 


The Ranking Ten in Fire Lines 


(It is a coincidence that these three 
ranking companies should be grouped 
together in the table, which is ar- 
ranged alphabetically.) The last named 
company leads all others in marine 
covers, both ocean and inland. 

From an examination of the per- 
centage premiums of ten leaders to the 
total premium income in 1928, it ap- 
pears that very few lines are written 
by an exclusive group of companies. 
The ten leading companies in straight 
fire write 28.1 per cent of the total 
volume of that business. In ocean 
marine, motor vehicle, tornado and 
sprinkler leakage, the leading writers 
average around 35 per cent of the 
business. Inland marine appears to be 
more of a specialty since slightly more 
than half of this business is garnered 
by the big ten in that line. Hail in- 
surance seems to be a genuine “side 
line,” since only one company, the 
Westchester Fire, ranks in this line 
alone. Six of the companies that 
lead in total premiums are listed among 






the ten leaders in hail business also. 

This particular table, which is com- 
piled annually by THE SPECTATOR, is 
something of an oddity in that it ex- 
cludes a number of important carriers 
which have acquired a fair volume of 
business in several lines, but leader- 
ship in none. Thus, the thirteenth, four- 
teenth and seventeenth ranking car- 
riers in the country, failing to make the 
big ten in any line, do not appear in 
this table, whereas three companies be- 
yond the hundredth in point of total 
premium rank have made their mark in 
one particular line. 


Texas Commissioner Explains 
Fire Insurance Code 


AUSTIN, TEX., Nov. 25.—On request 
of local agents in a number of Texas 
cities, Commissioner J. W. Deweese 
and other members of the Department 
of Insurance, are visiting various cen- 
ters and explaining the changes in the 
fire insurance code of Texas _made 
effective November 20. 
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The White Fireman* 
Helps Mrs. Housewife 





How the White Fireman increases quality and 
lowers prices at local stores forms an interesting 
story in The Saturday Evening Post, November 9; 
The Literary Digest, November 16; The Golden 
Book, Review of Reviews and World’s Work for 


The White Fireman in the magazine advertisements of the 


Insurance Company of North America represents the Loss- 
Prevention Service supported by insurance companies. This 
advertising is informing property owners that they may se- 
cure Loss-Prevention Service through responsible insurance 


agents. 
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{OUD MAN OF THE MOUNTAIN 


NEW HAMPSHIRE 
FIRE INSURANCE CO 


Manchester, N. H. 
ASSETS $16,486. 770.88 
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POLICYHOLDERS SURPLUS 
$ 9.726,678.80 
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FIRE RE-INSURANCE 


Treaty and Facultative 


Snot Cy 


Re-Insurance Corporation 


of America 


60 John Street, New York, N. Y. 


HORACE R. WEMPLE, President 


Sree 


TOTAL ASSETS $2,154,292.71 


DIVISION OFFICES 


Pacific Coast Department 
114 Sansome Street 
San Francisco, California 


Western Department 
172 W. Jackson Boulevard 
Chicago, Illinois 
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Investing in Your Own Busincss 


How One Local Agency Solved the Insurance Problems 
Raised by Automobile Financing 


By GILMAN A. GIST 


Gilman Gist Insurance A gency, San Diego, Cal. 


mobile business showed continu- 
ous loss of renewals and a far 
too large percentage of short-rate can- 
cellations, to which we gave consider- 
able thought and attention, and we 
found, after a careful analysis, that the 
majority of the renewals lost were to 
automobile dealers or their finance con- 
nections because our assureds had pur- 
chased new cars on contract, and al- 
most all of the short-rate cancellations 
came in because the assured had been 
sold complete coverage by the automo- 
bile dealer when he traded in his old 
car as the down payment on a new one, 
This raised the question as to how 
we could best conserve this business 
and retain a greater percentage of our 
automobile insurance renewals. Even 
when we knew that a change of cars 
was contemplated by the assured, we 
found it very difficult to retain the in- 
surance coverage not required by the 
dealer, as the automobile salesman 
would invariably offer less allowance 
for the old car than he expected to give 
and then, as a great favor to the pur- 
chaser, would concede an additional 
trade-in allowance. 


Rosie be surveys of our auto- 


Trade-in Allowance 


It was then a simple matter for the 
automobile dealer-insurance agent to 
solicit full coverage in the new ear, 
pointing to the great concession and 
favor that he had done the purchaser 
in increasing the allowance on his old 
car, and, peculiarly, the purchaser in 
most cases firmly believed that he had 
been granted a favor that no one else 
could receive, and, although preferring 
to continue his pleasant relations with 
our office, would give all his automobile 
coverage to the dealer. 

It was therefore apparent that some- 
thing more than personal solicitation 
and sales arguments was necessary to 
retain this business. 
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At the Detroit Convention of 
the National Association of In- 
surance Agents in September, 
Gilman Gist, speaking from the 
floor, while the question of in- 
stallment payment of insurance 
premiums was open for discus- 
sion, outlined very briefly the 
automobile finance plan which 
his agency had inaugurated and 
successfully carried out. Such 
intense interest was manifested 
by all those present in what Mr. 
Gist had to say that he was 
asked by a representative of THE 
SPECTATOR, among others, to am- 
plify his remarks in written form 
in order that they might find a 
wider audience. Mr. Gist com- 
plied with these requests and the 
accompanying article is the re- 
sult.—EDITOR’S NOTE. 











Service-Giving Office 

We have been very active in the gen- 
eral insurance business for 20 years, 
and have, through our complete service- 
giving office, developed a splendid cli- 
entele. In most cases it is unnecessary 
to even consult the ledgers to know 
that an individual assured is a good 
moral risk and a man who appreciates 
and fulfills his financial obligations. 

Therefore we decided that if we were 
to conserve our automobile renewals it 
would be necessary for us to devise a 
safe and sound plan for the financing 
of new car purchases by our clients, 
and it was also apparent that it would 
be necessary to do this in a manner that 
would not only salvage our automobile 
insurance renewals, but show a definite 
saving in dollars and cents to our 
clients in order to offset the erroneous 
impression created by the automobile 
dealer by raising his original trade-in 
allowance from its ridiculously low fig- 
ure to a fair one under the guise of a 
special favor to the purchaser. 


Automobile Finance Rates 


Automobile finance rates as used by 
the automobile dealers and their finance 
connections are, of necessity, very high. 
We have no criticism to make of the 
rates charged, as it must be borne in 
mind that the contract balances of the 
public at large are property loans and 
the automobile dealer cannot be as cau- 
tious in extending contract balance 
credit as he would be if he were a 
banker. His business is to sell automo- 
biles, and sell lots of them, and when 
the moral hazard receives so little con- 
sideration, the financing charges must, 
of course, be adequate to provide re- 
serves for moral losses. 

Our problem was simple in this re- 
gard, as our financing loans could be 
character loans and not simply secured 
by the automobile itself. We could 
choose our risks with the same care 
used by a cautious banker and could 
finance only those whom we knew to be 
excellent moral risks and financially 
able to meet such obligations as they 
assumed. Predicated on this premise, 
we devised a plan which has proven it- 
self immensely valuable to our agency 
in the retention of automobile insur- 
ance renewals. 


Circularizing Clients 


We circularize our clients at least 
four times a year, sending them a card 
calling their attention to the fact that 
we have completed financial arrange- 
ments by which they can save money 
on their next car and urging that they 
see us before they close their deal. Our 
plan, briefly, is to send our assured to 
the automobile dealer of his choice to 
purchase a new car for cash. Invari- 
ably he can secure a better allowance 
for his old car and drive a much better 
bargain when he talks cash on the line. 

We then purchase the car from the 
dealer, securing a bill of sale for it, 

(Concluded on page 37) 


Fire and Casualty 
Educational 





Selling Through Direct Mail 


How the Local Agent Can Get More Effective Results 
from This Form of Solicitation 


NCE upon a time there came into 

the Insurance Business a Nice 
Young Man. He wanted to Sell Insur- 
ance. So he went to a Great, Success- 
ful Insurance Company and he was duly 
Signed Up. For he was not only a 
Nice Young Man but he had a college 
education, he was very much interested 
in The Business and he appeared to be 
a fine salesman. 

The Sales Manager held forth Great 
Hopes for him. He told this young In- 
surance Agent that out of every Five 
Calls on Cold Canvass he would get 
Three Interviews and One Sale. The 
Innocent Young Man believed all this. 

So he boldly ventured forth into the 
World of Insurance Prospects. For 
many months he studied The Business 
faithfully and tried diligently to be suc- 
cessful Selling on Cold Canvass. He 
did not lose hope for he was an Ambi- 
tious Young Man. But after a year of 
making twenty dollars a week he began 
to get Discouraged. For although Sell- 
ing Insurance is an Honorable Calling, 
he was deeply dissatisfied. So he went 
to the Big, Successful Sales Manager 
(who, by the way, had been asleep on 
his feet for ten years) and asked Him 
if there were not some way of Weeding 
out Prospects so that so much time 
would not be wasted on unproductive 
calls. He also asked if there were not 
some way to do that Missionary Work 
known as Instilling Confidence without 
wasting so much time. He said he had 
often found it necessary to gain en- 
trance to Big Men’s Offices by false 
pretences or the receptionist would not 
let him in. He had wondered, so he 
said, if he couldn’t somehow tell the 
Big Men that he would be around in 
such a way that they would welcome 
him. But the Big Successful Sales 
Manager said, “No, you simply give 
them a chance to Decide Against You 
Before You Get There.” 


Resigns His Contract 


A few months later the Nice Young 
Man (now neither so nice nor so 
young) resigned his contract and left 
The Business. Although he hated to 
do this, he had decided that he could 
not be a Big, Successful Insurance 
Agent in view of the selling conditions 
in The Business. 
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By Jarvis W. MAson 


And another good man left a 
business which needs them sorely. 

Since you’ve stuck with me and read 
this far, the moral of this little story 
(the saddest part of such sad stories 
is that they always have a moral) is 
that a good man’s time is too valuable 
to waste in selling without previous 
missionary work on the prospect. And, 
as you’ve known all along, my solution 
is direct mail advertising. 

It has been recognized for some time 
now that the way to be a successful in- 
surance agent is to go out and ever- 
lastingly tell ’em, tell ’em, tell ’em and 
then some day you'll sell ’em. But the 
companies are just waking up to the 
fact that no selling, and I mean to state 
that as a hard and fast generality, no 
selling can be half so effective without 
advertising behind it. There are sun- 
dry kinds of advertising and each has 
its place. For the local insurance 
agency, direct mail is at once the most 
economical and the most productive. 
Granting this, then, and it has been 
proven time and time again, the prob- 
lem is—How? 

List Sources 


The first consideration is the list. 
The three list sources which are most 
practical are, first, your customers; 
second, the telephone directory and the 
various adaptations of it, and, third, 
if one is published, your city or town 
directory. Also the Dun and Bradstreet 
financial directories, which are obtain- 
able at your bank, have certain obvious 
advantages as sources of prospect lists. 
For the local agency, the list com- 
panies can offer very little because they 
have no other sources than you, and 
you have the advantage of knowing the 
people. For instance, if they give the 
firm names, you must dig up the indi- 
viduals’ names, and if they give the in- 
dividuals’ names, they may not be the 
people you want to contact with in the 
particular firms, and they may give 
several in each firm. So by the time 
you get through adapting a bought 
list to your use you might just as well 
have compiled it yourself and saved 
the money. 

The qualities of a good list are: re- 
cency, accuracy, completeness, financial 
standings (or credit ratings), proper 
classification and lack of duplication. 





Before you use a list it should be care- 
fully and painstakingly weeded out and 
checked according to these six points 
by everyone in your agency. In addi- 
tion, everyone who goes over the list 
should note on the prospect card any 
helpful additional information he or 
she may have. 


Maintaining the List 


One important problem is what forms 
to use in keeping your list. Generally, 
they are kept on three by five or four 
by six cards in steel cabinets. I be- 
lieve the more practical way is to use 
heavy paper, visible margin forms in 
ring books. A list of over a thousand 
may be kept in one of these books. 
Your list should be gone over every 
time a new directory is issued for 
changes of address. Of course, when 
mail is returned or salesmen cannot 
find the prospect, the card should be 
destroyed—or rather retired to the dead 
prospect file. For a very nominal sum 
your postmaster will check your list 
against his for changes of address and 
those who have “Moved—Left No Ad- 
dress.” 

The card form should provide for 
such pertinent information as: name, 
name of firm, business address, home 
address, position in firm, business of 
firm, whether owner of home, whether 
owner of car, whether he is already 
your client, approximate financial 
worth and approximate income. It is 
best not to let solicitors take the pros- 
pect or mailing list cards out of the 
office, but rather to have a separate call 
report form to be filed behind the mas- 
ter card, making a sort of case history. 
The master card should be flagged ac- 
cording to the lines he is a prospect 
for. This makes it a simple matter to 
select what names to use when sending 
out a mailing on a particular line. With 
a visible margin form it is only neces- 
sary to check a number on the margin, 
possibly with different colored pencils, 
in order to flag the card, thus obviat- 
ing the cost and weight of steel tabs. 
But don’t decide a man is a prospect 
for a half a dozen different lines unless 
you are reasonably sure the need ex- 
ists. Otherwise you may waste consid- 
erable time and money on useless mail- 
ings and calls. 
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To cover thoroughly the subject of 
insurance agency mailing pieces in a 
few hundred words is utterly impossi- 
ble, so I.am only going to take up one 
type of mailing piece—letters. If I 
make broad statements and generalize 
a bit you must forgive me, for prescrib- 
ing advertising is like prescribing medi- 
cine—it all depends on the prescribee 
and his circumstances. 


The Mailing Piece 


Letters going out of your office to 
prospects may roughly be divided into 
four classes. First, those concerned 
with policies which are, or are about 
to be, in force. Second, those which 
seek to sell nothing immediately but 
are designed to build good will through 
pertinent information or educational 
material. Third, those which aim to 
have inquiry cards returned, and, 
fourth, those which merely aim to cre- 
ate a receptive attitude toward a so- 
licitation. Again I’ll employ the old 
alibi of lack of space and only go into 
the last two. 

The first paragraph corresponds to 
the approach in selling. It must create 
interest, and the way to do this is to 
make a statement or ask a question 
of interest to the reader. It also cor- 
responds to the headline in publication 
advertising. Throughout the letter 
maintain the same “you attitude” which 
you stress in selling. Don’t tell your 
story, tell his. Any advertisement or 
sales talk progresses along certain 
lines. The first statement must be con- 
cerned with something which is close 
to him, with something he wants. 


Don’t stress the fact that he should 
have such and such a policy because it 
is his duty. Make him want it. That’s 
where the selling comes in. The letter, 
in short, progresses logically in a 
smooth connected way from that which 
is of advantage to him to that which is 
of advantage to you—in this case the 
return card or the receptive attitude 
toward a call. Creating the “Yes atti- 
tude” is of equal importance in writing 
your sales letters. It’s an old story that 
if a man has mentally yessed you five 
times he is very likely to agree with 
you the sixth time provided the sixth 
statement progresses logically from the 
fifth. Shun formality like a plague and 
remember that there are no rules of 
business English or phraseology where 
direct mail work is concerned. The 
only requirement is “Will it pull?” If 
it will, then don’t worry about the 
King’s English. What kind of English 
you use and what colloquialisms you 
permit yourself depends upon what 
class of people you are writing to and 
how to make your point clear to them. 
Before you write a letter, visualize the 
typical recipient of it. Get a picture 
of him in your mind so that, as you go 
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along, you can also picture his reaction 
to that statement or this one. Don’t 
state as a fact that which is debatable. 
Even if you don’t think it’s debatable 
he may think so. One little statement 
may ruin the letter. Bear in mind 
throughout the letter that you are not 
concerned, at this stage of the game, 
with convincing him that this or that 
kind of insurance is a good thing for 
him, but merely in creating sufficient 
interest in it to warrant his giving you 
the time to tell him about it. Insurance 
is mentioned merely as a reason for the 
call but the letter is designed to con- 
vince him that your call on him will be 
worth the time it will take. When it is 
necessary to refer to yourself or your 
firm, use the pronoun “I,” not “we.” Ob- 
viously, personal service “from me to 
you” carries more weight and will leave 
a stronger impression than service from 
“us to a group like you.” By the same 
token don’t sign the firm name, but an 
individual one. 


Make It Convenient 


The return card, if you use one, 
should be constructed so as to necessi- 
tate the least effort in returning it. If 
you mail to homes to any extent, use 
the government C.O.D. envelope. In 
mailing to offices, prepaid or C.O.D. 
postage makes little difference—stamps 
are generally handy. If the letters are 
being filled in, then fill in the card. 
Draw up your card so that a check 
mark tells the story. 

Send your letters by first class mail, 
not only because they will stand a bet- 
ter chance of being read but because 
only first class mail is forwarded to a 
changed address. It should be on a 
good grade of paper and the envelope 
should match the paper. It should be 
neatly addressed, inside and out; it 
should have a personal salutation, be 
dated and individually signed. The best 
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imitation of a typewritten letter is that 


given by the electric typewriter. This, 
however, is too expensive except where 
the list is very high class, and the next 
best thing is printing through a ribbon 
from type or plate with an address 
plate fill-in. Be sure the ribbons match. 


Costs and Return Cards 


Before making it definitely your 
policy to always use a return card and 
follow up only the cards, analyze the 
cost of each card returned. If each 
letter, ready to mail, costs five cents 
including postage, and a series of three 
letters yields ten per cent returns, then 
each lead costs you $1.50. Are they 
worth it? Figure out how much 
higher a percentage of sales are made 
calling only on these leads as against 
following up all letters and you’ll know. 

I’ve found it better, with a local 
agency, to follow up all the letters. It 
doesn’t mean so much outlay, for one 
thing, and if your letter is right and 
your list good it pays better. If you are 
going to follow up all letters, don’t 
include a return card because you’ll see 
him regardless of the card, so why 
spend the money, and because a sales 
letter without a return card earns a 
certain distinction by its absence in 
these days of scientific long distance di- 
rect mail advertising. 

And finally—don’t expect one letter 
to a list to put the recipients in an open 
arms attitude toward you, because it 
won’t. Experiment and keep everlast- 
ingly at it and it can’t help but pay you. 

Remember— 

If you would sell John Smith what 

John Smith buys, 

You must see John Smith through John 

Smith’s eyes. 





In the first ten months of the present 
year the state fire marshall of Indiana or 
his deputies made 27 arrests for arson, 
secured 20 confessions and in court actions 
secured 19 convictions. 




















THE YORKSI7NF GROUP 


The Yorkshire Insurance Co., Ltd. 
London & Provincial 
Marine & General lasurance Co., Ltd. 
Seaboard Fire & Marine Insurance Co. 
and 
The Yorkshire Indemnity Co. of N.Y. 





“The most successful businesses are 
founded upon personalities—the Ameri- 
can Agency System is proving successful 
with the Yorkshire Group because the 
Home Office is more than an accounting 
and underwriting machine, its field men 
more than ‘agency planters’—because 
here friendly and intelligent contacts are 


assured.” 


WW Wr 


Field Correspondent 


HOME OFFICE 
12 Gold Street 
New York N. Y. 


HOW TO WRITE RIGHT? WRITE TO WRIGHTEM! 
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Expert Salesman and Field Man:—\ill 
call on prospects in company of agent, 
giving agent fu'l benefit of all commis- 
sions. Will instruct agent fully in all 
coverages, outlining newest develop- 
ments and trends in insurance. Will 
analyze and audit policies of assureds 
and prospects, making full recommen- 
dation, for curtailing or enlarging their 
insurance programs. Will build good- 
will for agent and company among influential bodies, town 
Officials, bankers and contractors. 





Advertising Manager:—Wishes to place himself at disposal of 
agent. Will analyze advertising and letters being used. Will 
write new letters for agents and design complete direct mail 
campaign. Will supply agent with at- 
tractively printed leaf‘ets in colors bear- 
ing agent's personal imprint, make rec- 
ommendations for newspaper copy or 
outdoor advertising, furnish folders, pol- 
icy stickers, newspaper advertisements, 
form-letters, return postcards, inserts 
and new ideas for agents advertising 
program. 
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Safety Engi and Inspector: —Will 





conduct free inspection of plants of 
assureds and prospects—point out dan- 
gerous accident hazards and their reme- 
dies, and assist generally in correcting 
conditions surrounding plant. Will secure 
co-operation of assureds and their em- 
ployees through conferences and _ lec- 
tures to the employees urging them 
to observe safety rules. Will originate 
and conduct safety contests among the men to minimize acci- 
dents. No expensive changes in plant operation are necessary. 





Claim Adjuster: —Wi!! settle claims in a diplomatic and courte- 
ous way that makes friends for the agent. Will give 100% 
service and see that claims are adjust- 
ed on their merits and paid promptly. 
The friendliness of our adjusters often 
brings new policyholders for the agent 
by making claimants enthusiastic boost- 
ers of our service. This man builds good- 
will for both the agent and the company, 
he, as well as the other three, serves 
you without charge and is always at 
your call. 





Every Union Indemnity agent automatically is offered the unrestricted use of these men. Through our 

nationwide organization---fourteen Offices in key cities, including head offices in New Orleans and New 

York---the services symbolized by these experts are brought to your door. If you can use any one of 
them, drop us a line. A short note will bring a prompt response. 


Union Invemniry Company 


A DIVISION OF INSURANCE SECURITIES COMPANY, INC, 
New York Indemnity Company 


Detroit Life Insurance Company 
Union Title Guarantee Company, Inc. 


Bankers & Merchants Fire Insurance Company 





La Salle Fire Insurance Company 
Union Title & Trust Company, 


Northwestern Casualty & Surety Company 


EXECUTIVE OFFICES: UNION INDEMNITY BUILDING. NEW ORLEANS ts 100 MAIDEN LANE. NEW YORK 
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This Timely Article 


Who Needs Insurance for 
Boilers? 


from the Employers’ 


Pioneer Is Inadvertently Illustrated 
By the Washington, D.C., Blast* 


tion above is: “Whoever has a 
heating boiler.” But who has a 
heating boiler? 

The home owner 

The apartment owner 

The theatre owner 

Office buildings 

Public buildings 

Stores 

Schools 

Factories 


B ition ate the answer to the ques- 


So much for generalities. For some- 
thing more specific consult your fire 
insurance map. 

Insurance for heating boilers is 
needed by the above and by others. 
It should be sold more than ever be- 
fore. Sales of stationery heating 
boilers is rapidly increasing. The sales 
of cast iron heating boilers are in- 
creasing at a still more rapid rate. 

Don’t forget the apartment house 
owners. Practically every apartment 
has at least one cast iron or steel 
heating boiler on the premises. And 
this particular kind of prospect, namely 
the apartment house owner, is becom- 
ing more and more plentiful. Accord- 
ing to figures compiled by the Bureau 
of Labor Statistics of the Department 
of Labor, in 257 cities throughout the 
country the percentage of families liv- 
ing in apartment houses increased from 
24 per cent in 1921 to 54 percent in 
1928. 

The Oil Burner Hazard 


The fact that the number of oil 
burners has doubled and then doubled 
again in the past eight years is an- 
other thing which is to the advantage 
of the insurance man who depends in 
part upon the sale of insurance for 
heating boilers for his income. Owners 
of oil burners are subjected to the fur- 
nace explosion hazard to perhaps an 
even greater extent than owners of 
coal fired boilers. To see that this 
hazard is insured against is the duty 
of the competent insurance man. 

The agent who is on the alert started 
several weeks ago an intensive drive 
for resident boiler insurance. But it 
is not too late to sell this form of in- 
surance. 

In brief, if you want to sell insur- 





*Reprinted from The Employers’ Pioneer, 
house organ of the Employers’ Group. 
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ance for heating boilers, learn as much 
as you can about the coverage; learn 
as much as you can about why boilers 
explode, why there are cracked sections, 
what replacing a cracked section would 
cost, collect newspaper clippings and 
photographs showing what has _ hap- 
pened. Then, armed with this ex- 
cellent ammunition, remember that 
whenever you find a smokestack and 
whenever you find a radiator you have 
found a prospect. 

Does it pay? It pays more than one 
man several thousands of dollars an- 
nually in commissions. More than that, 
it pays by further helping you to 
establish your reputation as an insur- 
ance man who knows what is needed 
insurance-wise. 


Examinations to Be Given 
Boiler Inspectors 
The Ohio board of boiler rules will 
meet in the Ohio State House Decem- 
ber 11 and 12 when applicants for 
positions of insurance zompany boiler 
inspectors will be examined, 








A few days after the editor 
had chosen to reprint the accom- 
panying article on this page as a 
valuable contribution to the Fire 
and Casualty Educational Section 


of THE SPECTATOR, his eye 
lighted on the story below which 
appeared in the New York Tele- 
gram. The daily newspaper story, 
and the picture which illustrates 
it, make a perfect complement to 
the article in THE EMPLOYERS’ 
magazine which preceded the 
Washington blast by several days. 
The story sent out .by the 
United Press was as follows: 


WASHINGTON, Nov. 21.—An ex- 
plosion, believed to have come 
from an overheated boiler on the 
first wintry day of the season 
here, ripped open the front of 
McCrory’s 5 and 10-cent store 
and showered debris on custom- 
ers and passers-by. 

Twenty-eight persons were 
treated in hospitals and fi:‘emen 
and police dug in the debris in an 
attempt to learn whether any 
one had been buried. 

The explosion came with such 
sudden violence that the concus- 
sion shattered plate glass win- 
dows in stores across the street. 
Debris, including Christmas toys, 
littered the street for almost a 
block on either side. 

Three persons were slightly in- 
jured when they mistook the ele- 
vator shaft for an exit and fell 
several feet to the bottom of the 
shaft. Firemen rescued them. 

Twenty persons caught in the 
vicinity of the explosion were 
taken to Emergency Hospital. 




















Fifty-one persons were injured and severe property losses sustained when a boiler in 
this building blew up. 


Fire and Casualty 


Educational 














34 





Increasing Your Fire 


Premiums 

(Concluded from page 3) 

effort is applied in one direction, but 
obviously the location of an agent and 
the type of clientele which he can suc- 
cessfully approach should govern his 
decision as to which class or classes 
he should specialize on to produce not 
necessarily more, but assuredly more 
profitable, contacts. In most cases, it 
is true that increases are available in 
all four groups without any great ex- 
penditure of time or money. But the 
question needing consideration is: 
Which group or groups can you most 
profitably cultivate? Suppose we con-: 
sider the possibility of the four group- 
ings first, as an aid to the decision. 


Groups to Cultivate 


An increase in the number of clients 
requires the retention of as many as 
possible of those on the books, plus 
more than enough new clients to offset 
the inevitable annual loss of patronage. 

Assuming that an agent spends every 
available moment in personal solicita- 
tion, naturally he will question the 
feasibility of making more than the 
normal number of calls per day. That 
is not the problem: The nut to crack 
is to make the same normal number 
of calls per day more productive of 
sales. The logical procedure to succeed 
in this is to build and cull the prospect 
list more carefully, and to break the 
ground for the call by letter or suit- 
able advertising. Even in most small 
agencies it is possible to do this with- 
out loading undue routine on the staff 
—perhaps a stenographer or clerk. 

Increasing use of the mail to cover 
transactions in which personal contact 
is not essential is also worth con- 
sideration in the problem of increasing 
the number of clients, for by so doing 
the amount of time applicable to calls 
on fresh prospects is increased. Here 
again a nice balance must be struck 
when judging to what extent old con- 
tacts may be lessened to devote more 
time to new prospects—with increased 
profit. This idea will be developed 
more in detail in a later article. 

When it comes to a consideration of 
increasing the amounts in force when 
policies are renewed, much depends on 
what your selling policy has been in 
the past. To put it bluntly, it is a 
question whether you have written a 
policy for the amount the assured 
asked for, or whether you have actual- 
ly analyzed his probable losses and sold 
him protection on that basis. 

If the latter holds, you can hope 
only for such normal increases as 
result from an increase in the hold- 
ings or valuation of a client’s property. 
If the former, you have a big field for 


Fire and Casualty 


Educational 


development. Not only that, but a field 
that will yield rich returns to a com- 
petitor who does analyze and sell and 
who will tackle your clients and take 
away your business if he can show them 
that you have been an insurance order 
taker while he is an expert vender of 
protection. There’s a big difference— 
a difference of which insurance buyers, 
particularly the more extensive buyers, 
are becoming more and more conscious. 

There is undoubtedly a prevalence of 
underinsurance in certain lines which 
often can be brought up to adequate 
coverage by intelligent use of the mail. 
More, too, of this in a later chapter. 

The third grouping—clients among 
whom the number of lines covered may 
be extended—probably represents the 
most profitable for intensive cultiva- 
tion. Also one of the easiest groups 
to cultivate from the accepted fact that 
a customer is always the easiest to 
approach and sell if he has already been 
given good value and service for his 
money. 


Cost and Protection 


With the decreasing premium income 
available from straight fire lines it is 
a quite logical premise that enlarging 
the scope of the coverages, unless the 
cost is thereby radically increased, will 
be acceptable to most assureds if they 
are sold not on the basis of cost, but on 
the basis of getting more protection 
for the same money than they could 
in the past. 

With practically all other commodi- 
ties rising in price, a property owner 
approached on this basis will not be 
displeased if he can get this year, for 
every one hundred dollar premium, pro- 
tection that might have cost him fifteen 
per cent more two years ago, and in 
most cases will be willing to increase 
his gross layout for protection if made 
to feel that he is getting considerably 
more than before for a slight increase. 
This is something to work on—with 
plenty of material at hand in every 
agency file, for analysis and follow-up. 
Later we will delve into the problem 
more in detail. 

In considering the desirability of 
shooting for the high spots—of en- 
deavoring to annex fewer but larger 
risks and so produce a bigger income 
with less wear and tear on the office 
staff and equipment, there are several 
factors to consider. 

In a small community there are too 
few large risks to gear production to a 
primary policy of insuring and servic- 
ing big premium producers only. They 
should be sought, but with the big bulk 
of prospects grouped as residential and 
small business prospects, the agency 
should be geared for a pace that enables 
it to service the predominating class. 

In larger communities there may be 


plenty of substantial risks. The ques- 
tion is, how many are accessible. It 
is true that we live in a democracy 
and that each of us has equal oppor- 
tunities—in theory. Also the new order 
of sales authorities are prone to belittle 
the value of the social status in selling. 
But in insurance selling there is no 
difference in the actual commodity of- 
fered, and in the matter of service, top 
notch agencies operate on about an 
equal plane. In consequence, without 
any defense of what might be called 
snobbishness, successful insurance 
salesmen admit the value of social en- 
tree and play. for high stakes where 
that advantage is obtainable. All 
other things being equal, it is quite 
likely that an agent’s general accessi- 
bility to large risks is somewhat gov- 
erned by his social acceptance among 
the executives of such concerns. This 
does not always hold true, by any 
means, but is a definite factor in in- 
surance huying. 

Irrespective of the equity of the mat- 
ter, from the standpoint of profit it is 
a question of where a salesman can 
most gainfully employ his time—ob- 
viously that is where he need not es- 
tablish himself personally as well as 
on a business basis. It’s the old adage 
of “Let the shoemaker stick to his 
last”? with a dollars’ and cents’ interpre- 
tation. 

Balancing this somewhat irritating 
angle of accessibility is the fact that 
there are, for one reason or another, 
a sufficient number of substantial risks 
in every sizable community for an 
agent to work on. Successful canvass- 
ing of these risks will in itself be the 
leaven that will enable an unknown 
agent to rise out of obscurity and gain 
both personal and business entrée to 
other large concerns hitherto not ac- 
cessible. 

Iferein lies the kernel of the consid- 
eration of the desirability of soliciting 
big business: Is the agency in suffi- 
ciently flourishing financial condition 
and are there enough accessible big 
risks to permit spending the time and 
money necessary to analyzing prospec- 
tive risks and developing a well round- 
ed plan for complete protection, with- 
out jeopardizing the business already 
established? That is a question that 
must be answered individually in each 
agency in considering present condi- 
tions and a future sales policy. 

This is a very brief summary of the 
rather arbitrary manner in which an 
agency can classify its activities. Of 
the four general plans of increasing 
premium income, no single method will 
suffice. And existing conditions will 
determine which will be the major 
policy and which secondary. Specific 
application of these ideas will be de- 
veloped in future articles. 
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INSURANCE LAW 














Member of the New York Bar 


Disclaimer with Reservations 


The question of disclaimer, as far as automobile liability policies are con- 
cerned, has always been one which found its ultimate decision in the application 
of the general rule of law to specific circumstances. The law itself is quite 
explicit on the subject but the application of the law to the specific case has 
led to many law suits and numerous decisions on the subject. Discussion of 
the subject of disclaimer has centered itself, to a considerable degree, around 
that angle of the issue which has to do with “disclaimer with reservations.” 


Can an automobile liability insurance 
company undertake the legal defense of 
an action being brought against the 
assured because of an automobile acci- 
dent, and at the same time, reserve its 
rights to disclaim liability under the 
policy, if its investigation discloses that 
the company has been prejudiced by a 
delayed notice of the accident? If 
there is a non-waiver agreement (the 
assured agreeing that an acceptance of 
the defense by the company shall not 
constitute a waiver, by the company, of 
any provisions or condition of the 
policy, or that it is estopped from set- 
ting up any defense which it may have) 
duly entered into between the assured 
and the company, and if said agreement 
is supported by a consideration, then it 
has been held that a company may 
subsequently disclaim liability, and the 
fact that it temporarily undertook the 
defense will not act as a waiver of any 
policy provision which the assured may 
have previously violated. If, however, 
the non-waiver agreement is not sup- 
ported by any consideration flowing 
from the company, then the non-waiver 
agreement does not disturb a previous 
waiver of breach of condition in the 
policy. 

The Appellate Division of the New 
York Supreme Court, First Department, 
in deciding the case of 269 Canal Street 
Corporation vs. Zurich General Accident 
& Liability in May of the current year, 
considered the above question in refer- 
ence to an accident policy and held that 
the non-waiver agreement was unsup- 
ported by any valid consideration, 
except a mutual promise. While the 
court agreed that mutual promises are 
generally sufficient consideration one 
for the other, it stated that a promise 
made to induce a party to do that which 
he is already bound by contract to 
perform is without consideration. In 
this respect it is well to note that in 
that particular case the court found 
that prior to the day the non-waiver 
agreement was entered into, the com- 
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pany had as a matter of law waived 
the policy condition requiring prompt 
notice of the accident, and had become 
bound to proceed with the defense and 
pay any judgment recovered. 

As far as disclaimer with reservation 
is concerned, opinion has considerably 
differed. Some have held that when the 
company has undertaken the defense 
of an action for an automobile liability 
assured, it waives that provision or 
condition of the policy referring to 
immediate notice of the accident and 
is estopped from thereafter setting up 
as a defense to an action on the policy, 
breach of that condition or provision by 
the assured. The fact that the company 
might reserve its rights does not alter 
the situation, it is argued, as the 
assumption of the defense works out a 
waiver. Those holding the opposite 
view contend that a disclaimer with 
reservation is in fact a true and real 
disclaimer of liability under the policy 
on the ground that the assured has 
breached the provision referring to im- 
mediate notice and that the company 
is really making a gratuitous offer to 
undertake the defense of the action, 
provided its investigation reveals that 
it has not been prejudiced by the as- 
sured’s failure to give the company 
immediate notice. In other words, the 
disclaimer is made and then suspended 
until the company has sufficient op- 
portunity to make its own decision. 


A Recent Decision 


The State of New York has recently 
taken a very definite stand in the 
matter through a decision handed down 
by the Court of Appeals of that State 
on Feb. 18, 1929, in the matter of 
Weatherwax vs. Royal Indemnity Com- 
pany. In that case immediate notice of 
the accident was not given to the com- 
pany and when legal proceedings were 
commenced against the assured the 
company wrote the assured that it 
would investigate the circumstances 
surrounding the accident with the un- 
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derstanding that neither such investi- 
gation nor any other act in connection 
with the defense would be deemed a 
waiver of any of the provisions of the 
policy or any rights of the company 
thereunder. A few days thereafter the 
company again wrote the assured that 
it would put in the answers, in the 
action commenced against the assured, 
subject to a reservation of all its rights, 
and that if thereafter its investigation 
disclosed that the company was pre- 
judiced by the delayed notice, it would 
then be obliged to return the suit 
papers to the assured. To this the 
assured made no objection or response 
and the company went ahead and 
undertook the legal defense of the 
cases. Shortly thereafter it found that 
its rights had been prejudiced by the 
delayed notice and immediately dis- 
claimed all liability. 

As far as we are here concerned, the 
trial judge, in the action subsequently 
brought on the policy by the party who 
had obtained a judgment against the 
assured, charged the jury that a 
waiver of the immediate notice condi- 
tion might be inferred from the con- 
duct of the company in serving answers 
to the complaints and thus assuming 
the defense. The Court of Appeals of 
New York held that to be error and in 
this respect stated, in part: “No doubt 
a waiver may often be inferred from 
the assumption of the defense of such 
a claim without reservations or condi- 
tions. Here reservations or conditions 
were imposed by the insurer and as- 
sented to by the insured through tacit 
acquiescence. . . This was done at 
successive stages. The papers in the 
law suit were accepted with a reserva- 
tion of all rights, and the answers were 
interposed with a warning, prompt and 
unequivocal, that the insurer would 
withdraw if it found that it had been 
prejudiced by the dilatory notice. We 
think it meant to make itself the judge 
whether prejudice had in fact resulted, 
and not to proceed or to retire as pre- 
judice or no prejudice might be deter- 
mined by a jury. Even if honest judg- 
ment be the test, we may not say upon 
this record that its inference of pre- 
judice was dishonest or capricious 
(Matter of Bloomfield vs. November, 
223 N. Y. 265). Seasonably and with 
ample notice to the insured it withdrew 
from the defense and stood upon its 
rights. There was error in the ruling.” 
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FUR INSURANCE 


FURS Insured against Loss of any kind 
(except Moth and Wear and Tear) at 
All Times and All Places 


A. F. SHAW & CO., Inc. 


75 Maiden Lane Insurance Exchange 
New York City Chicago, Ill. 


General Agents—‘“All Risks” Department 
Saint Paul Fire & Marine Insurance Co. 
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EXCESS UNDERWRITERS, 


INC. 


75 FULTON STREET 
Successors to HENRY W. IVES & CO. 


CASUALTY EXCESS & REINSURANCE 


SECURITY MUTUAL CASUALTY CO. 
of Chicago, Illinois 


and 
ASSOCIATED REINSURERS 


ASSETS OVER $30,000,000 


ONE OF THE STRONGEST CASUALTY 
EXCESS REINSURANCE GROUPS 


BROKERS ACCOUNTS SOLICITED 
Inquiries Invited 


Telephone 
BEEkman 6727 


JOSEPH P. GIBSON, Jr. 
Resident Manager 











Great American 


Insurance Company 
+ New Pork Cyne 
Company INCORPORATED - 1872 Company 


STATEMENT JANUARY 1}, 1929 


$15,000,000.00 


R_ LIABILITIES 


24, 465, 534.40 | 


NET SURPLUS 


27.7 29,318.71 
67.194,853.1 1 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$42,729,3 18.71 


LOSSES PAID POLICY HOLDERS 


$204,088,888.03 


HOME OFFICE 


ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, IIL. 
G. R. STREET, Vice-President 
PACIFIG DEPARTMENT 
233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Wwm. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANGISCO—George L. West, Manager, 233 Sansome Street 
CHIGAGO—Wnm. H. McGee & Co., Gen’! Agts., Insuraace Exchange Bldg, 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 


msm ATONE RIES TY er Ten NERS 





























We have something to offer in the 
way of a general agency that is very at- 
tractive to find with an old, conservative 
life company. It will pay anyone inter- 
ested to investigate. All communications 


confidential. 


BOX 54 
Care of THE SPECTATOR 
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Investing in Your Own 

Business 
(Concluded from page 29) 
and sell it to our assured on a condi- 
tional sales contract. When the moral 
hazard is nil we can safely eliminate 
conversion and confiscation coverage, 
which saves the assured from $10 to 
$20. We sell him some form of colli- 
sion insurance, whichever he prefers, as 
most people like some protection for 
themselves. 


Insist Upon Liability 


Fire and theft, of course, and we al- 
ways insist upon liability and property 
damage coverage in all cases. We do 
not care to finance any individual who 
is so careless of his real and personal 
property that he cannot see the neces- 
sity for properly protecting himself 
against the possible loss of all of it 
through a lawsuit. In some cases the 
assured prefers to pay cash for his 
automobile insurance, but if he prefers 
to write it into the contract, we grant 
him this accommodation, and the con- 
tract is drawn showing a balance due 
of the amount we have paid the dealer 
for his car and the insurance premiums, 
if not paid in cash. 

The contract then provides for an 
agreed monthly payment on a stipu- 
lated day each month, together with in- 
terest at 1 per cent per month of the 
deferred balance and provides that the 
purchaser may pay more if he so de- 
sires, thereby reducing his interest pay- 
ments. It often happens that an auto- 
mobile purchaser desires to pay up his 
contract during its period, and we have 
found that very few automobile dealers 
or their finance connections grant any 
substantial discount in the handling 
charge when contracts are so paid off. 


Privilege of Paying 


Therefore the privilege of paying the 
full contract balance, or any material 
part of it, at any time and thereby re- 
ducing the interest charge to 1 per cent 
per month in the unpaid portion re- 
maining is a privilege that meets with 
very hearty appreciation on the part of 
our clients. 

During our first year of operation 
under this plan several of our contract 
purchasers died, and some of them did 
not leave their financial affairs in very 
good condition. It became necessary to 
give considerable time to reselling the 
ears on a basis that would yield a rea- 
sonable return to the widows for their 
equities. This presented another prob- 


lem, as it was unpleasant work at best 
and entailed considerable effort on our 
part, so we tried adding life insurance 
to cover the balance of the contract, the 
insurance being payable to us as our 
interests may appear. 
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No Sales Resistance 


We have met no sales resistance on 
this plan, and have in fact received the 
very hearty cooperation of our assureds 
in putting it into operation. All of our 
recent contracts are written on this 
plan, and the commission on the life 
insurance more than pays for the short 
sales effort necessary to include it. This 
puts us in the very happy position of 
being able to deliver title to the car 
upon the decease of the purchaser, to- 
gether with a check for all of the pay- 
ments that he has made on the contract 
to the date of his death. 

We have found that our percentage 
of automobile renewals lost and short- 
rate cancellations has greatly decreased, 
and we believe that the saving which 
we show in every case to the new car 
purchaser who accepts our plan will 
make of him a client whom competitors 
will find very difficult to take away 
from us. Many of the people whom we 
have served have gone out of their way 
to secure other business for us and 
have placed additional lines of insur- 
ance with our office in very substantial 
volume. 


More Than Enough 


The saving on any car is more than 
enough to pay for the liability and life 
insurance which we secure. For ex- 
ample, we recently financed the pur- 
chase of a used Cadillac for a good 
client who was rushed into a signed 
contract by the salesman, who closed 
his deal on Sunday night. The man 
told this salesman that he reserved the 
right to pay cash and came to us imme- 
diately after we opened our office on 
Monday. The automobile dealer pro- 
posed to insure the car for fire, theft, 
conversion and confiscation at a pre- 
mium of $17.50, and added a handling 
charge on a twelve months’ contract of 
$182. We figured the interest for our 
client on our plan and found that he 
would pay in twelve months $83 inter- 
est, a saving to our client of $99 on a 
$1200 transaction. 


Cancelled the Contract 


He lost no time in cancelling the con- 
tract with the dealer, and we sold him 
full coverage and $1250 of ordinary life 
insurance. He has since sent us sev- 
eral good customers. Another client, 
for whom we had only liability and 
property damage, received one of our 
cards the day he was closing a deal for 
another car. The saving to him on a 
$800 balance was over $135. He is 
one of the best unpaid solicitors that 
our office could have, and we now have 
full coverage insurance on his car. 


Actual Working Plan 


These are but two cases which show 
the actual working of the plan, and we 
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now have over 200 conditional sales 
contracts which are bringing in suffi- 
cient funds each month to meet the new 
demands made upon us. This business 
has necessitated the addition of one 
clerk and, of course, an increase in our 
line of credit, but we find it profitable 
to borrow money at 6 per cent for this 
purpose. 

Every successful insurance agent ac- 
cumulates surplus, and if he is success- 
ful, seeks sound investment channels in 
which to place it. We believe that our 
obligations to our assureds includes 
service, and Webster’s dictionary de- 
fines service as “labor, assistance or 
kindness to another.” We can do no 
greater kindness to our clients than to 
use our surplus, which they have made 
possible for us to accumulate, in saving 
them money on their purchases. 


Careful Choosing 


The careful choosing of the risk as- 
sumed, with particular attention to the 
moral hazard, makes this assistance a 
sound investment for our surplus and 
produces material premium increase for 
our office. 

A very brief talk by the writer be- 
fore the Detroit Convention of the Na- 
tional Association of Insurance Agents 
brought so many inquiries concerning 
our plan of operation that it seemed 
that the giving of the details to the 
insurance agents of the United States 
through the insurance press might give 
them a working plan to meet and over- 
come the severe competition of the au- 
tomobile dealer-insurance agent, who is 
probably making renewals as hard for 
them to secure as he did for us. It is 
with the sincere wish that this may be 
true that many who read this article 
may find something in our plan which 
will salvage their automobile insurance 
renewals and bring increased premium 
income to them, that I am giving you 
this outline of our plan which, to date, 
we have found pleasant to operate and 
distinctly profitable. 


New Fire Equipment Necessary 
in Procuring Reduced Rates 


The State Actuarial Bureau of Ken- 
tucky at Louisville insists that Rich- 
mond buy new fire-fighting equipment 
so as to get more favorable insurance 
rates. There is a divided sentiment 
in the city as to what steps should 
be taken, but the majority of the citi- 
zens are in favor of complying with 
the request made by the Actuarial Bu- 
reau. 


Kirby Sprott, 37 years old, one of 
the best known general agents in Au- 
burn, Ind., dealing in fire and casualty 
insurance, committed suicide by shoot- 
ing himself. 





Life Insurance 
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Crime Cost to Banks 
Stockholders and Directors Should Be Apprised 


of Facts Regarding Insurance. Protection 
Against Embezzlers and Bandits 


By RusSsELL A. ALGIRE 
Vice President, National Surety Co. 


America’s $85,000,000 a year crime 
insurance industry is facing so many 
new and important problems that a 
summary of its past growth and pres- 
ent outlook is essential before these 
new and serious problems can be intel- 
ligently solved. 

Crime insurance protects business 
and the general public against loss 
resulting from Burglary, Robbery, Em- 
bezzlement, Forgery, Fraud: and other 
forms of dishonesty. 


The first crime insurance protection 
was introduced into the United States 
on May 1st, 1876 and was in the form 
of Fidelity Bonds guaranteeing the 
honesty of officers and employees in 
positions of public trust. 

The progress which has been made 
in the growth of this class of protec- 
tion for the public is indicated in the 
following table of total annual premi- 
ums for all crime insurance companies 


in the United States. 
Year Premiums 
WME ook oc he Sire od $500,000 
ROMEG occ ale tvewes 750,000 
(enero 2,000,000 
i eee ,000,000 
gt aera 15,000,000 
i ee rere 85,048,000 


The $85,048,000 premiums written in 
1928 represent a total insurance pro- 
tection by the insurance companies for 
the American Public of well over Fif- 
teen Billion Dollars. 

Under-insurance against loss by 
crime is very prevalent. Many concerns 
which carry ample insurance against 
loss by Fire, Accident to Employees, 
Life Insurance and even Tornado In- 
surance, seem content to run along with 
only a nominal amount of insurance 
against loss resulting from Robbery, 
Burglary, Embezzlement or Forgery. 

It is estimated that total annual 
losses of the American public through 
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crime (insured and un-insured) are as 
follows: 


Embezzlement ..... $125,000,000 a year 
Burglary and theft.. 250,000,000 a year 
Forgery and fraud.. 125,000,000 a year 


If bank directors and stockholders 
would realize that the very life of 
their banks could be snuffed out by the 
act of one dishonest employee, every 
bank, large and small in the United 
States would have insurance protection 
against this possibility. Not only would 
they insist on protection against the 
theft of Liberty bonds, cash and negoti- 
able securities, but against the loss or 
theft of registered stocks and bonds of 
all kinds. 

The loss of stocks and bonds even 
though they are registered and can be 
duplicated is very nearly as bad as the 
loss of Liberty bonds and negotiable 
securities. The expense and time in- 

(Continued on page 47) 








National Automobile and 
Casualty Expanding 





Reports More Than Million 
at Risk at End of 
First Month 


MEMPHIS, TENN., Nov. 21.—The Na- 
tional Automobile & Casualty Insurance 
Company, recently formed here, reports 
more than a million at risk after the 
first thirty days of its operations. The 
company has just received license to 
operate in the neighboring State of 
Mississippi, from Ben S. Lowry, In- 
surance Commissioner. 

The National is capitalized at $200,- 
000 and occupies its own home office at 
1070 Union Avenue. It writes a policy 
protecting every member of the policy- 
holder’s family in case of injury from 
an automobile accident. 








Compensation Probe 


Chief City Magistrate William 
McAdoo of New York recently 
announced that on Dec. 2 he 
would begin an investigation into 
reports received by State’s Attor- 
ney “xeneral Hamilton Ward that 
many employers in New York 
City are not complying with the 
workmen’s compensation law pro- 
viding insurance for workers. The 
Chief Magistrate issued ten sum- 
monses for persons who are to be 
questioned at the request of the 
Attorney General. 











Property Damage _Insur- 
ance Rates Are Reduced 





Continental’s Cut Amounts 
to More Than 62 
Per Cent 


A reduction in the rate of insurance 
against property damage from falling 
aircraft was announced recently by the 
Continental Insurance Company and 
affiliated carriers of the America Fore 
group. The reduction which was made 
as a result of favorable loss statistics 
amounts to more than 62 per cent. 

The policy contract has also been 
broadened for this type of insurance. 
The rate for combined protection 
against damage to dwellings and their 
contents by aircraft or street vehicles 
is now $12.50 for $10,000 values for a 
term of three years, and five dollars 
for the same amount for one year, with 
the rates on commercial property 
slightly higher. 


Equitable Casualty Appoints 


The Equitable Casualty & Surety Co. 
has appointed James & Little as its 
general agents at Scranton, Pa. The 
agency is one of the best known offices 
of its kind in the territory it covers 
and has built up a large volume of 
business, principally in fidelity and 
surety lines. While continuing to in- 
crease its fidelity and surety writings, 
it will devote special attention to the 
active development of casualty business. 


Casualty, Surety, Etc. 
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Attempts to Enforce 
Compensation Law 





Asks Heavy Penalties for 
Employers who Evade 
Statutes 





New York State Head Acts 


Industrial Commissioner Asks 
Courts for Drastic Action 
on Flagrant Violators 


Approximately $500,000 in compensa- 
tion is awarded annually in New York 
against non-insured employers, most of 
whom are found to be judgment proof, 
it has just been stated by Miss Frances 
Perkins, industrial commissioner, in a 
review of the results of an enforcement 
campaign begun last spring to have all 
New York employers comply with the 
requirements of the State workmen’s 
compensation law. 


20,000 Employers Uninsured 


Nearly 20,000 employers were found 
to be without insurance policies, Com- 
missioner Perkins stated, but most of 
these immediately obtained the required 
coverage. The commissioner directed 
criminal prosecutions against the more 
flagrant violators, even though no acci- 
dental injuries occurred. 

Miss Perkins has importuned the 
courts to impose drastic sentences upon 
conviction as a means of bringing about 
the protection of workmen contemplated 
by the statute. 


Judgment Proof Employers 


“In the event of noncoverage an in- 
jured employee may either sue his em- 
ployer or seek recovery under the com- 
pensation act,” said Miss Perkins. 
“Owing to the freedom from expense, 
the ease and certainty of compensation 
procedure, practically all select the lat- 
ter remedy. About $500,000 in com- 
pensation is awarded annually against 
non-insured employers, most of whom, 
however, are found to be judgment 
proof. 

“The impotence of the labor depart- 
ment in securing from firms not in- 
sured money relief for crippled work- 
men, their widows and dependents, 
through legal process, has deafened the 
ears of the administrative officers to 
the leniency pleas of negligent employ- 
ers, and this attitude will hereafter 
supplant the tolerance of former years. 


Minor Contractors Troublesome 


“The results of the drive disclose the 
fact that very few large employers of 
labor venture to avoid coverage, but 
that thousands of small enterprises are 
prone to ‘take a chance.’ Particularly 


Casualty, Surety, Etc. 





Police Can Not Enforce 
Responsibility Bill 


New Jersey Motor Vehicles 
Commissioner William L. Dill re- 
cently made clear to magistrates 
and policemen that it is not their 
function to enforce the new finan- 
cial responsibility law relating to 
automobile owners and drivers 
figuring in accidents. 

Confusion has been created by 
some magistrates who have at- 
tempted to administer the act, 
which went into effect Nov. 15. 
To clarify the situation, Com- 
missioner Dill explained that the 
enforcement is vested solely with 
the State Motor Vehicle Depart- 
ment. 

The law requires that car own- 
ers or drivers involved in mis- 
haps causing death, injury or 
property damages of $100 shall 
show proof of financial responsi- 
bility, either by insurance or 
bond, as a condition to continu- 
ance of their car registration and 
driving licenses. Drunken or 
reckless driving, excessive speed- 
ing operation of an automobile in 
improper condition and a variety 
of other offenses are likewise list- 
ed as sufficient cause for demand- 
ing such proofs. 











Harold J. Graham Takes 
Publicity Position 


Harold J. Graham, for the past three 
years assistant to Robert S. Walstrom, 
advertising manager of the Continental 
Casualty-Assurance Companies of Chi- 
cago, has resigned that position, effec- 
tive November 25th, to become affiliated 
with the Publicity and Advertising De- 
partment of the Kemper group of in- 
surance companies, also of Chicago. 








troublesome and dangerous are the 
minor contractors engaged in building 
and other hazardous employments, who 
deliberately dodge the relative high in- 
surance costs. 

“Without financial responsibility, with 
only their hats for offices, and under 
constantly changing business names, 
they are extremely hard to detect, espe- 
cially in the metropolis and in other 
large industrial centers.” 

In order to maintain as a permanent 
policy the campaign already inaugu- 
rated, Commissioner Perkins, in pre- 
paring her budget for the next year, 
has provided substantially for the ex- 
tension and development of this cover- 
age enforcement work. 








Compensation Claims 
Move Rapidly 





Canadian Commission Han- 
dled 22,995 Claims Since 
September, 1928 


New Law Speeds Up Cases 


More Than Two Million Paid 
Out for 15,468 Claims; 
Half by Carriers 


Over 22,995 claims out of a total of 
26,707 received have been disposed of 
to date since the passing of the Work- 
men’s Compensation Act in September, 
1928, according to a statement by the 
president of the Canadian commission 
before a luncheon of the Electric Club 
of Montreal recently. 

“Out of 15,468 accidents which took 
place in all parts of the province, 5,570 
happened in the city of Montreal; that 
is, including the whole island and Lle 
Jesus,” he said. “In the city of Mon- 
treal and the county of Quebec, 893 
cases have been reported, representing 
5.77 per cent. This leaves a balance 
of 56.93 per cent for all accidents re- 
ported in all the other districts of the 
province. 

“An amount of $671,338.25 was paid 
for total temporary incapacity in 13,838 
claims, paid up by the insurance com- 
panies, self-insurers and employers who 
were not insured. Indemnity for per- 
manent incapacity, either partial or 
total, was paid in 11,521 claims as a 
result of agreements made between 
parties and approved by the commis- 
sion, or of decisions rendered in favor 
of claimants, the amount paid totaling 
$808,501.39. In 190 cases resulting in 
death, the commission awarded rentals 
to the amount of $649,213. 

“Amounts for 15,468 claims formed 
together a grand total of $2,128,952.64, 
of which $1,440,461.76 was paid by the 
insurance companies, $680,066.16 by 
self-insurers, and $8,424.72 by employ- 
ers who were not insured. These pay- 
ments did not include amounts paid for 
medical attention, which amounted to 
an additional disbursement of at least 
one-third the entire amount. 











Rating Bureau Moves 


Offices of the Mississippi State Rat- 
ing Bureau were moved from the 
Lamar Life Building, Jackson, Miss., to 
the Standard Life Building without in- 
terfering with routine work. Immedi- 
ately after closing hours on Saturday, 
November 2, the moving began, and on 
Monday morning the new offices were 
open with Manager Lloyd T. Wheeler 
in charge as if nothing had interrupted 
Gffice routine. 
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Double Indemnity Life 
Insurance Policies 





National Life Insurance 
Official Summarizes 
Their History 





Jackson Tells of Practice 





Additional Coverage Is 
Prominent in American 
Life Protection 


In a paper on “Double Indemnity In 
Life Insurance Policies” read before 
the sixteenth annual meeting of the 
Casualty Actuarial Society in New York 
last week, Henry H. Jackson, associate 
actuary of the National Life Insurance 
Company, Montpelier, Vt., summarized 
the history and present practices re- 
garding an additional death benefit 
allowed when death results from acci- 
dental means before a limited age. 
This special additional coverage, intro- 
duced in connection with life insurance, 
twenty-five years ago, now occupies a 
prominent place in American life in- 
surance, he said. Of the fifty-six com- 
panies in the United States and Canada 
with largest assets, fifty-one directly 
offer double indemnity, while in a rep- 
resentative group of companies issuing 
the benefit, practically 40 per cent of 
the entire ordinary business in current 
issues contains this feature. 

Although double indemnity from an 
economic point of view is a less justi- 
fiable addition to life insurance than 
disability benefits, its popularity is 
readily explained by ready salability 
and comparative freedom from com- 
plications in regard to initial selection 
of risks, the settlement of claims, the 
fixing of adequate rates, and the estab- 
lishment of reserves. 


Says 


Experience Reviewed 


The favorable claim experience of 
companies in the aggregate was re- 
viewed, technical questions regarding 
rates and reserves were discussed, and 
special features of the clause as 
adopted by the fifty-one companies in 
question were analyzed in the paper. 
The paper concludes with the sugges- 
tion that a natural development during 
the next twenty-five years might 
reasonably be a united effort of all 
companies issuing double indemnity to 
reduce the accidental death hazard, 
especially that attributable to automo- 
biles, by all appropriate educational 
devices. 


The Bankers Indemnity Insurance 
Company of Newark, N. J., has an- 
nounced the appointment of H. R. Bush 
of- Greensboro, N. C., as resident vice- 
president. 
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American Credit Indemnity 
Earnings Run High 





St. Louis Carrier Expected to 
Earn Eight Dollars a Share 


for Year 1929 





It is understood that the net earnings 
of the American Credit Indemnity 
Company of St. Louis, for the first ten 
months of this year were $276,500 or 
slightly more than $6.66 a share on the 
common stock. If the earnings for the 
last two months, particularly Decem- 
ber, which usually is the best month of 
the year, are up to expectations it is 
believed the earnings for the entire 
year will be well in excess of $8 a 
share. The company has been paying 
annual dividends of $4 a share. 

The American Credit Indemnity Com- 
pany stock is very closely held and 
held up very well in the face of the 
recent general stock market slump. 
Prior to the crash the stock was quoted 
at $55. It closed Nov. 16 at $48.87. 
The common stock is the company’s 
only capital obligation and its assets 
based on current market quotations 
are equal to $75 a share. 

Surety Group Stages Fast 
Comeback in Market 

BALTIMORE, Nov. 19.—The best re- 
covery scored on the Baltimore market 
since sentiment changed in such a pro- 
nounced way for the better was in the 
surety group. It was realized that 
these stocks had been in process of 
liquidation throughout the year, and 
that the low points reached during last 
week’s smash represented severe de- 
clines from high prices. 
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Are Legally Obligated 
to Stop Accidents 


Casualty Companies Also 
Have Moral Duty to 
Policyholders 


Safety Work Handicapped 


Inspection Engineer Speaks at 
Casualty Actuarial Society 
Meeting 

A legal as well as moral obligation 
rests upon casualty insurance com- 
panies to prevent loss of lives, injuries 
and damage to property through acci- 
dents, members of the Casualty Actua- 
rial Society were told last week by 
H. W. Heinrich, assistant superinten- 
dent of the engineering and inspection 
division of the Travelers Insurance 
Company, the guest speaker at the six- 
teenth annual meeting of the society 
in the Biltmore Hotel, New York City. 

Because of the lack of adequate sta- 
tistics on the cause of mishaps, acci- 
dent prevention engineers are seriously 
handicapped in the promotion of a 
greater degree of safety in shops and 
plants throughout the nation. 

While information relating to acci- 
dents is gathered for several purposes, 
Mr. Heinrich was of the opinion that 
that phase of statistics which deals 
with accident prevention is of the 
greatest importance to the insurance 
business and to society as a whole. 
Much of the information of a statistical 
nature now existing, is of little use in 
accident prevention work, inasmuch as 
in most cases the causes of accidents 
are not disclosed the speaker said. 
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WorkINnc with its agents in building a 
closely-knit, efficient organization, the United 
States Fidelity and Guaranty Company con- 
tinues an uninterrupted successful growth. 


A fair attitude toward settlement of claims 
is productive of a high regard and good-will 
among both agents and assureds. 


Through the Fidelity and Guaranty Fire Cor- 
poration, you can write fire, automobile, tornado 
and allied lines, in addition to specialty lines. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


BALTIMORE MARYLAND 





ALLIED COMPANY 
FIDELITY AND GUARANTY 
FIRE CORPORATION 


























Those Agents 


who want 
preference to conversation are 
invited to turn the microscope 
on the why of our progress. 


co-operation in 


Pennsylvania Surety 
Corporation 


PITTSBURGH, PENNSYLVANIA 
Joseph W. Ward, President 
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A Complete Line of Policy Contracts 
Real Sales Aids for Representatives 


Excellent Territory available for 
Agency Development 


General 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 
SAINT PAUL, MINNESOTA 
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OVER 340 MILLIONS IN FORCE 


‘TO AGENTS- | 


We have many excel- 
lent openings for prop- 
erly qualified agents. 
We operate in 26 
States, and the District 
of Columbia and Porto 
Rico. 


If interested, write 
W. T. O’Donohue 
Vice-Pres. & Agency Mgr. 


Greensboro, N. C. | 
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Stock Market Crash Reflected in 
Increased Fidelity Losses 
Cost to Surety Companies Estimated at Several 


Millions of Dollars on Bankers’ and 
Brokers’ Blanket Bonds Alone 


The recent crash of the stock market 
is being reflected in increased fidelity 
losses that will cost the surety com- 
panies quite a few millions of dollars. 

However, a survey of the situation 
among various home offices reveals 
several striking facts. 

First—That the foundation of the 
business—faith in the honesty of the 
American public — has been proven 
sound by the stock market crash. 

And Second—that the stock market 
speculation seems to have been con- 
fined mainly to the Atlantic seaboard 
(mainly the North and Middle Atlan- 
tic) and running as far west only as 
the Mississippi. 

The official of one of the companies 
pointed out that when a condition arises 
such as that caused by the market 
crash, it is reflected in one of four 
ways: in bankers’ blanket bonds, 
brokers’ blankets bonds, straight fidel- 
ity bonds (on bookkeepers, cashiers, 
etc.), and in fiduciary bonds. 


Bankers’ Bonds 


The present market crash has found 
losses coming in on only two of the 
above — the bankers’ and brokers’ 
blanket bonds. There have been either 
very few or no losses from straight 
fidelity losses indicating that the aver- 
age employe is not only honest but 
that he also did not gamble in the 
market. 

Some of the companies report that 
most of the losses are due to bankers’ 
blanket bonds. Others that brokers’ 
blanket bonds are the cause, tending 
to the belief that the two are about 
even. The losses have been larger in 
number and in amount. All of them 
were from the large cities; the major- 
ity from the East. 

According to several of the com- 
panies, the crash in the market re- 
vealed that a number of bank officials 
had been using fictitious accounts to 
play the market and that the crash 
revealed this condition. 

Only one company reports that it 
has had no losses resulting from the 
stock market crash. That is the Con- 
stitution Indemnity. This company says 
that it has had but one reinsurance loss 
on a bankers’ blanket bond but that 
it did not believe it was due to the 
market crash. However, this may be 
due to the company’s youth or to luck 
or to a combination of both. 
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Most of the company executives 
pointed out that on bankers’ and brok- 
ers’ blanket bonds the companies retain 
very little, reinsuring most of the bond 
and that this condition means that any 
large inrcease in losses will be felt by 
all the companies. 
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Universal Aviation Schools Give 
Students Free Insurance 


The Universal Aviation Schools in 
various parts of the country are now 
giving their flight students without 
charge life and disability insurance for 
$2,500, protecting them from any acci- 
dent arising while they are under the 
jurisdiction of the school. The policies 
cover any accident which might arise 
out of the course of school training on 
ground or in the air. When a student 
enrolls at the school and makes his first 
payment on the course of training he is 
automatically covered by the group ac- 
cident and life insurance carried by the 
schools. 














EQUIT 
Casualty and Surety Co. 


JOHN L. ME 


“Equitable 
in Practice 


as in Name” 











“Do you have many | 
accidents during 
play?” | 

| 


“Well, sometimes a 
spectator is hurt or 
riders injure each 
other. As far as my 
own liability is con- 
cerned, I am covered 
because I have that 
new ‘Sports Liability 
Endorsement’ on my 
automobile insur- 
ance.”’* 


Policyholders _ap- 
preciate the modern 
coverages and extra 
protection agents of 
this company can give 
them. That appreci- 
ation naturally means 
more profit to our 
representatives. 


Behind our fieldmen, 
and servicing their 
every need, are home 
office executives who 
have themselves been 
agents and who are 
agency-minded before 
all else. That means 
producers’ problems 
get prompt, willing 
and personalized at- 
tention. 


ABLE 








E, President 





*Mr. John L. Mee, Pres. 
Equitable Casualty & Surety Co., 
2 Lafayette St., 

New York City. 


Dear Mr. Mee: 

I am interested in learning 
more about the “Sports Liability 
Endorsement” you have origi- 
nated and about the advantages 
of your company. 


Name 


Address 
S4 
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The 
United States Life Insurance 
Company 
In the City of New York 


Organized 1850. Non-Participating Policies 
Only. Over 79 Years of Service to 
Policyholders 


Gow 


Good Territory for personal producers, under 
direct contract. 

















ow 
HOME OFFICE 
156 Fifth Avenue New York City 
Our Story:— 
The 


Preferred Accident 


Insurance Company 
OF NEW YORK 
KIMBALL C. ATWOOD, Pres. 
80 Maiden Lane, New York 


Has pleased its Agents and Policyholders and steadily 
grown in financial solidity and in prestige for 40 years. 


We write Accident—Health—Auto Liability and Property 
Damage and Burglary Insurance. 


All Agency contracts are direct with the Home Office. 
Assets exceed $11,000,000—Surplus to policyholders 
$5,558,398. 


We have some territory open that may interest you. 

















AGENTS WANTED 
FIRE AND ALLIED LINES 


American Equitable Assurance Company 
Knickerbocker Insurance Company 
Brooklyn Fire Insurance Company 


Merchants and Manufacturers Fire Insurance 
Company 
Incorporated 1849 


New York Fire Insurance Company 
of New York 
Incorporated 1832 


Large capacity on acceptable classes 


Write us at 
Home Office 
92 WILLIAM ST. NEW YORK, N. Y. 














| eR RE pI en 

















| 








| 1884 


HOME FRIENDLY 


| Insurance Company of Maryland 








Years of 
Faithful 
Service 





Forty-five One of the Leading Legal Reserve Indus- 


trial Life, Health and Accident Insurance 
Companies in America. Reliable agents 
wanted in Maryland, Pennsylvania, Dela- 
ware and the District of Columbia. 





1929 








B. LEO TALLEY, Pres. Centre St. & Park Ave. 





| 





CHAS. H. TAYLOR, Sec’y. | BALTIMORE, MD. 




















Maryland ! ! 


Excellent Territory——Special Direct Contract 
Whole-hearted Home Office Cooperation. 


George Washington Life Insurance Co. 


General Agency positions open at 


CUMBERLAND ROCKVILLE 
FREDERICK WESTMINSTER 
HAGERSTOWN 





Charleston, West Virginia 
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Profitable Co-operation 


To this company and to the man who represents 
it, the policy of working together has been mu- 
tually profitable. That is one reason this ‘‘Com- 
pany of Co-operation’’ helps its representatives in 
fhe field to prosper by proven sales helps; prospect 
finding aids; personal sales supervision in the 
field. For the company is prospering by co-oper- 
ating with its man power. 
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Home Office: Peoples Life Bldg., Chicago 


Peoples Life Insurance 
Company 
(Illinois) 
Reserve Co. Organized in 1908 


Every Desirable Provision 
Contained in our Policies 


SEYMOUR STEDMAN, President 


























We work with our agents to attain 


mutual growth and success 


CONTINENTAL CASUALTY COMPANY 
CONTINENTAL ASSURANCE COMPANY 


910 So. Michigan Avenue 
Chicago 
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Compulsory Insurance 
Bill for Canada 





Hopes to Introduce Copy of 
Act into British 
Parliament 





Royal Commission Meets 





Justice Studies Laws in Various 
States; Proposes to Hold a 
Sitting December 15 


TORONTO, CAN., Nov. 22.—When the 
Royal Commission investigating the 
increase in automobile insurance rates 
in Ontario met this morning, Mr. 
Justice Hodgins announced that during 
the period which has elapsed while 
waiting for the filing of the results of 
the examination of the companies’ 
data, he has investigated in New York, 
Boston, Springfield and Hartford, the 
various plans known as compulsory in- 
surance or financial responsibility in- 
surance in force in New York, Massa- 
chusetts and Connecticut and has taken 
evidence from state superintendents of 
insurance and the heads of insurance 
bureaus and motor vehicle commission- 
ers on this subject. In addition the 
laws of other states were studied. He 
hopes to have in a few days a copy 
of the compulsory insurance bill in- 
troduced into the British parliament 
pursuant to the report of the Royal 
Commission on transport, he continued. 

The commissioner announced that he 
proposes to hold a sitting in Toronto 
on or about Dec. 15, devoted to the 
same topic to hear the views of all who 
may be interested in urging or oppos- 
ing such a law in Ontario. 

He intends to individually notify all 
those who might have special interest 
in or knowledge on the subject so far 
as he knows them. He wishes it to be 
widely known that he is anxious to hear 
any who have views to present, as 
many features in such laws now in 
force contain provisions intended or 
calculated to keep off the highway 
drunken, reckless or incompetent 
drivers. 

It was stated at the hearing that 
the compilation of the loss cost experi- 
ence data of the automobile insurance 
companies will be completed by Decem- 
ber lst, and Jos. Linder, an associate 
of Woodward, Fondiller and Ryan, ac- 
tuaries to the Commission, said that 
the completed compilation could be 
laid before the Commission about Jan- 
uary Ist. 

In connection with the subject of 
compulsory automobile liability insur- 
ance, the Commissioner said he might 
prepare an interim report on _ the 
subject. 
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William T. Woods 


William T. Woods, president of 
Lloyd’s Casualty Insurance Com- 
pany, died of heart disease in 
New York City, Saturday night. 
He had been ailing since March, 
but rallied last month, and for 
the past twenty or thirty days 
had apparently been in the best 
of health. Thursday last he re- 
marked to a friend that he hadn’t 
felt better in ten years. For this 
reason his death came as a severe 
shock to the insurance world as 
well as his intimate friends and 
associates. He was in his sev- 
enty-ninth year. 

He was the first secretary of 
Lloyd’s Plate Glass Insurance 
Company upon its establishment 
in 1898, and later became its 
president, serving up to the time 
of his death. The name of the 
company was changed recently 
when new interests assumed con- 
trol, and expanded its coverage 
from plate glass lines to all 
branches of the casualty business. 

Mr. Woods, who entered the 
insurance business at the age of 
17 after completing his education 
in New York and Pittsfield, Mass., 
was born on Pearl Street, New 
York City, on July 20, 1851. He 
was a member of the Union 
League and Lawyers’ Clubs. 

He leaves a sister and a 
brother, both of whom are older 
than he. His wife died six years 
ago. They had no children. 

Funeral services, which were 
attended by members of the Plate 
Glass Insurance Exchange, be- 
sides_ relatives and _ intimate 
friends, were held Wednesday 
afternoon at two o’clock in St. 
Stephen’s Episcopal Church, 122 
West 69th Street, New York. 











Mississippi Life and Casualty 
Deficit 


Stockholders Given 30 Days to 
Make Good Loss by 


Defalcations 


CHATTANOOGA, TENN., Nov. 25.—The 
stockholders of the Mississippi Life & 
Casualty of Jackson, Miss., have been 
given thirty days in which to make 
good the deficit in capital stock and 
surplus caused by the alleged defalca- 
tions of L. C. Cadenhead, formerly 
general manager, and A. J. Oubre, 
formerly treasurer. Cadenhead is under 
indictment, and Oubre is already serv- 
ing a term in the penitentiary. Unless 
the deficit is made good within the time 
specified, Chancellor J. V. Strickler an- 
nounced that he would order a receiver- 
ship. 

The National Surety Company of 
New York reports that net premiums 
written during the first ten months of 
this year, amounted to $15,927,076. 





The Important Sources of 
Bonding Business Are 


The Lawyer 
The Contractor 
The Banker 
The Employer 
The Public Official 


AND the signature of this advertise- 
ment shows you where to place your 
bonding business after you get it. 
THE EMPLOYERS’ GROUP has a 
place in its list of agents, reserved 
for the wide-awake bonding special- 
ist... . If you do not already repre- 
sent one of THE EMPLOYERS’ 
GROUP companies get in touch with 
the General Agent or Branch Man- 
ager in your territory or write the 
Agents Department, 110 Milk Street, 
Boston, Mass. 


OS. S 
Pe. MEN “YS 


Bia 





Practically every kind of Insurance except 
Life Insurance, including Fidelity and 
Surety Bonds. 


110 Milk Street Boston, Mass. 


The Employers’ Liability As- 
surance Corporation, Ltd. 


The Employers’ 
Fire Insurance Company 


American Employers’ 
Insurance Company 


THE WORLD’S PIONEER 
IN LIABILITY INSURANCE 
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Prominent Agents and Brokers 


Actuarial 


Independent Adjuster 

















LEON IRWIN & CO., Inc., New Orleans, La. 


Representing 


Fidelity joy “yieet States National Fire of 

Fire of New — of New Hartford 

York Yor New Amsterdam 

Automobile of National Liberty Cc ity C 
artford of New York asualty Co. 

Standard of New State of Penn. Indemnity Com- 

York net of gg of Amer- 

—— Union New York 

Pittsburgh BROKERS’ LINES SOLICITED 











GEORGE B. BUCK 
ACTUARY 


Specializing in Employee’s 
Benefit and Pension Funds 


25 SPRUCE ST. 


NEW YORK 





























Actuarial 











Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 























JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


ADJUSTERS & APPRAISERS 


LIMITED 


Incorporated 1914—Dominion Charter 
Claim Adjusters for Insurance Companies 


UNDER ALL POLICIES 


465 St. John St., Montreal 
Telephone Main 3300-2607 


{1 Mountain Hill, 
BRANCH OFFICE: Quebec City 


HEAD OFFICE: 





























ERSTON L. MARSHALL 





























Audits Calculations Consultants 
Examinations Valuations CONSULTING ACTUARY 
25 CHURCH STREET NEW YORK 
919 Hubbell Building 
DES MOINES, IOWA 
MILES M. DAWSON & SON = 
CONSULTING 
ACTUARIES T. J. MCCOMB 
Bar Building, 36 W. 44th St. 
rnp CONSULTING ACTUARY 
— Colcord Bldg. Oklahoma City, Okla. 
WOODWARD, FONDILLER and — s m 
RYAN 
FRANK M. SPEAKMAN 








CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 
Harwood E. Ryan 
Richard Fondiller 75 Fulton St. 
Jonathan G. Sharp New York 














Consulting Actuary 
Associates 
Fred E. Swartz, C. P. A. 
W. L. Clayton 
E. P. Higgins 


THE BOURSE 


PHILADELPHIA 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 
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L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicage 











JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bldg., Nashville, Tenn. 














Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 














Producing Permanent 


Policyholders 


Embracing Sales Plans of 
144 Leading Life Underwriters 


This valuable new _ salesmanship 
book is divided into two parts, one 
designed especially for inexperienced 
life insurance solicitors, and the other 
for experienced life underwriters. 


The chapter titles are: 
PART ONE—FOR THE INEX- 
PERIENCED AGENT 


{Intelligent Prospect- Closing the Transac- 


ing tion 
Common Sense Ap- Selling Insurance to 
proach Women 


Meeting Objections Nailing Lapses at 
with a Smile Their Source 


Things to Know—Some to Forget 


PART TWO—FOR THE EXPERI- 
ENCED UNDERWRITER 


Setting a Definite Ideas Off the Beaten 
Goal Path 

Keeping Old Con- Nir aaa Insur- 
tracts Bright 

Cracking Some Hard Weer Plans of Pro- 
Nuts tection 


Agency Building and Claims Service 


Producing Permanent Policyholders 


sets forth many proved plans and 
business-getting experiences of men 
who have made outstanding records 
in the life insurance business and are 
thus qualified to offer sound advice 
and suggestions to others. 

This practical work is _ substantially 
bound in cloth and contains 224 pages 


Price, $2 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 








SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 
Associate, Actuarial Society of "America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bldg., Toronto, Ont. 


























R. M. MESSICK 
Consulting Actuary and Adjuster 
Flatiron Building 























Omaha nea ™ City DENVER COLORADO 
SAMUEL BARNETT ALEXANDER C. GOOD 


-CONSULTING ACTUARY 
INSURANCE LAWYER 


ATLANTA, GA. 





1131 Candler Bldg. 





























Consulting Actuary 


807 Paul Brown Bldg. 
St. Louis, Mo. 
and 800 Securities Bidg., Kansas City, Mo. 








Liability of 
Automobile Users 


for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 


PRICES 
Single copy, 50 cents 


12 copies.. 4.80 50 copies. 16.25 
25 se 66s SIS 100 “« , 30.00 


The Spectator Company 
CHICAGO NEW YORK 
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Crime Cost to Banks 
(Concluded from page 39) 


volved in getting duplicates or in re- 
covering the stolen papers, is almost 
greater than one could imagine. Quali- 
fying certificates, certificates of author- 
ity, affidavits, besides endless research 
and correspondence with lawyers of 
this company and that are a few of 
the things only incidental to the re- 
covery of lost securities. 

Perhaps the most striking illustra- 
tion of this point came to the attention 
of the writer a few days ago. A large 
bank in Wisconsin ran a half-page ad- 
vertisement in a local newspaper offer- 
ing five thousand dollars reward for 
the return of a long list of stolen 
securities and bonds. The list was in- 
cluded in the advertisement and de- 
spite this attractive offer the results 
were poor. How much easier it would 
have been for this bank to have paid 
part of this amount for insurance pro- 
tection. 

The following tabulation showing 
that in four years (1925, 1926, 1927, 
1928) seventy (70) banks were ruined 
as a result of embezzlement, robbery 
or other criminal acts with aggregate 
reported losses of $32,893,600 is con- 
vincing evidence that financial and 
business organizations should carry 
crime insurance in amounts sufficiently 
large to cover any possible loss. 

The average rate for crime insur- 


The following are a few typical 
cases indicating the wide range of ac- 
tivity of burglars, robbers and embez- 
zlers. 

Bandits mine a road, blow up Arm- 
ored Car, and get $106,000. 

Bank bandits enter rear window and 
rob bank of $35,000 while bank guard 
with sawed-off shot gun protects front 
entrance. 

Seven Buffalo (N. Y.) bandits rob 
18 guests at house party securing over 
$400,000 in jewelry and money. 

Burglars lease garage adjoining 
bank, tunnel fifty feet to vault, then go 
through six feet of concrete, and bur- 
glarize safe deposite boxes of over 
$100,000. 

Large dairy. office equipped with 
bullet-proof inclosure and alarm sys- 
tem is robbed by bandits who disguise 
themselves as Armored Car employees. 

Bandits throw a _ tear-gas bomb 
through an open port-hole in an Arm- 
ored Car and successfully rob it. 

Persuasive tales of thieves cause 
stock messenger to “fake” a holdup 
stealing $400,000 in negotiable securi- 
ties. 

Burglars run an old car up and down 
street causing noise to drown out ex- 
plosion of dynamite set in burglar 
alarm gong, then burglarize bank safe. 

Burglars construct imitation safe and 
place under electric light in front win- 
dow removing real safe to rear of room 
and burglarize it. 


What Happened 


banks out of business 
banks out of business 
bank out of business 
bank out of business 
banks out of business 
banks out of business 
banks out of business 
bank out of business 
banks out of business 
bank out of business 
banks out of business 
banks out of business 
banks out of business 
banks out of business 
bank out of business 
bank out of business 
banks out of business 
banks out of business 
banks out of business 
banks out of business 
bank out of business 
bank out of business 
bank out of business 
bank out of business 
bank out of business 
banks out of business 
bank out of business 


Amount of 

State Reported Loss 
PIIU NE ora aes vata din-elo aoe me ee $800,000 
EE, oh abd aviaiin tiens eersaeeew ale 9,631,468 
WRNTIOEES, oo. os b.secspdvsk'¢ cua A ace ee eee 110,000 
2 eo rrr err rer 120,000 
MRE ooo oa ace (ce Aiea wre ww eres 2,423,000 
OUI Son b. sgcale- oid iate'g: 9 50/8 eat & aoe 426,000 
POUMAUIVAINE 4255 <0 cc ccieeew sae 2,982,643 
MENTED 6.056. wig’ hei eie We eee wa 133,000 
BM oho e ohdnars-ere yee ere, Pa eie eee S 1,933,000 
PERC DIGGS, 6 0-0.0 00 ¥:5-3-4 <.0cheiee 135,000 
ISO TIIED 5510-0 ote 2a esac o o0ecd-6 ars1 case 350,000 
WN RMINRINEN aos 36, a) sora 'ghol gra 30-18 a6 700,000 
PIU IMMER os co ie a ea eis eg ease 411,000 
WMP, aoa wigs oit-<cna Gite wie adver eo 1,600,000 
rE CAPOURG «ces cccesccsavs 234,000 
DRNMIEEE ons os cannes aes 250,000 
PUMIIEGR | aie ks. gale ca ales Ve eee se nee 550,000 
PN EIU oo oars 9 dives .e ee memaeee s 1,269,000 
NOS a. aiken a Sina pltaw eieiand rs crete 3,150,168 
WRENNER corals sca aiole solace ater coated 1,176,000 
SMI 5.05 <. 0:4 pad arsvaccte ene wisrev oe ace 400,000 
WORRE  SODGONE aco cG eras slelecdiecc gerne 412,813 
NS ao ois cco acre e's a dio Chscete-digere 500,000 
II, 5.5.6 So tease ewe ae ceere ae 700,000 
MNEEI ohac'c', cares sera gia Siavalece Doe a 796,514 
NO ls. 5, ase as iw a reseharenere rarer 900,000 
ORIG CUICUE ciccie sy 0s dx nuneec 800,000 
$32,893,600 


ance is approximately $5.00 per thou- 
sand per annum. No well-managed 
conservative institution should take a 
chance on suffering a staggering loss 
or in fact the possibility of absolute 
ruin as a result of a loss through crime 
when absolute protection can be pur- 
chased for the moderate sum of $5.00 
per thousand per annum. 

An underwriter of crime insurance 
must combat brains instead of nature. 
That is the fundamental difference be- 
tween Crime Insurance and other forms 
of indemnity. 
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banks out of business 


Recent stock crash reveals that ten 


employees embezzled $3,592,000 of 
bank’s money. 
Bandits capture Brooklyn Naval 


Base, jail seven guards and escape. 

Burglars break into safe deposit 
vault, foiling alarm and securing ap- 
proximately $1,000,000. 

The large crime insurance companies 
maintain a nation-wide organization 
for the investigation and inspection of 
risks and a large under-cover organiza- 
tion for the apprehension of embezzlers, 
robbers and burglars and the recovery 





47 


The expense of such an 
organization is so great that it would 
be prohibitive to the individual busi- 


of salvage. 


ness concern. 

The Insurance Companies have rec- 
ords in their files of tens of thousands 
of embezzlers, many of them cross- 
indexed under various names and 
aliases and of course, this system all 
reverts to the benefit of employers and 
is included in the very moderate charge 
of the insurance without additional 
expense. 

The Insurance Companies encourage in 
every way possible all manner of pro- 
tective devices by allowing special dis- 
counts in the rate of premium where 
such devices are installed. Among these 
devices may be mentioned Burglar 
Alarm Systems, Relocking Devices, 
Armed Guards, Tear-Gas Bombs, Bul- 
let-Proof Glass Inclosures and Armored 
Cars. 

The tremendous increase in premi- 
ums on Crime Insurance is largely due 
to the activity of Insurance brokers 
who realize the vital importance of 
furnishing their clients adequate pro- 
tection against loss through crime. 








Southern Surety 
Co. of New York 


General Offices 
9th & OLIVE STS. ST. LOUIS, MO. 


ee 


Admitted Assets 


$11,500,000.00 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Automobile and Burglary 
Insurance. 








Let the Southern Serve You 



















“The Insurance Man’s Restaurant” 


46 GOLD STREET 


Between Fulton and John Streets | 








New York City Phone Beekman 9991 
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Chicago F. & M. (new) W. Wallace Lyon & Co.... 27 32 Basten o5.6 elise iene ses 130 160 
Clinton Gilbert ........... 38 43 U. S. Fire Ins. Co. H. D. Knox & Co., Boston 125 155 
Chas. Sincere ..........+;. 37 42 Clinton -Giihert. 2...5...... 60 70 Mass. Title Ins., Pfd. 

Continental Gas. United States Merchants & Chas: A. ‘Day & Co;, Inc., r 

_Clinton Gilbert ........... 37 = 48 Shippers Ct 20) | Oa eRe Pe ee re 25 «385 

Eagle Fire (Newark) en Clinton eGiibert~. %../..50:5.4.0% 200 300 New England Fire 
Gilbert Elliott & Co, N. Y. 65 75 Virginia F. & M Chas. A. Day & Co., Inc., 

Excess Ins. Co. of America : x Clinton Gilbert ........... BOO) ees. cn cex en cnns Satis 30 35 
Gilbert Elliott & Co., N. Y 5 13 Arthur Atkins & Co., N. Y. 100 125 H. D. Knox & Co., Boston. 35 40 
eR a re 12 15 

Firemen’s Insurance Co. of 

Newark i 
Arthur Atkins & Co., N. Y. 33 35 
Clinton Gilbert ........... 34 35 | 
Miliken & Pell, Newark.... 32 35 
Gilbert Elliott & Co, N. Y. 34 35 | 

Franklin Fire (ex rights) || 
ry treed Atkins & Co., N. Y. 170 185 \| 

inton (Gilbert 0.045... 175 185 Ht D Y B S 

Glens Falls | J l J ak CK N HE 
Arthur Atkins & Co., N. Y.., 24 58 O O Y O , 
MCUEEON SAUCE ooo s:c.s 080s 0 5 58 | 

Globe & Rutgers (new stock) | R 7} 
che & Rutgers (new stock) | COMPANY YOU.REPRESENT? 

ASO: AAINDOTE oie oweees s 500 550 

Crepe Ae GED a co. a8 26 — — 

. Wallace Lyons & Co... 2% 26 ig 

ik Mii te ek you Oo, we are ina position to prompt J ex 
Arthur Atkins & Co., N. Y. 33 36 
Gilbert Elliott & Co, N.Y. 35. 35% ecute your orders for you. 

Clinton “GHBGrt ......:06s000% 338% 34% 

Hanover Fire (ex rights) * ers 
Arthur Atkins & Co. N. ¥. 55 59 || Our insurance stock department is in constant 

Inton TIAWOLEL “Sv seoeceseus i) oe 
Gilbert Elliott & Co, N. Y. 55 — 60 . sé Oy 9 

Pn Oy ge touch with the “‘Over-the-Counter’ market, and 
CATON GDSTt 2. .sce cece 27 31 ° ° Pe - 

Bi comgiy Aae- g ogling ome coda is, therefore, in a position to render satisfactory 
Co. ° 
tilbert Elliott & Co., N. Y. 3834 39% execution of your order. 

Hudson Cas. Ins. Co. 
ae Gilbert uns to gat as 2 4% | f 
Gilbert Elliott & Co., N. Y. : 5 ’ Pt Pf ime 

Importers and Exporters | We are especially interested in out of town in 

ilbert Elliott & Co., N. Y. 70 90 M 

PP etal aac Ro ge surance agents, who buy the stocks of companies 
W. Wallace Lyon & Co.... 40 45 | 

Lincoln National Life | they represent. 

NOEINE M N Ds oie eas nw wae 120 

ee ery comonity ‘s — es 

ilbert Elliott & Co., N. Y. 92 98 

Merchants & Mfrs. Fire S 
gy gy | CURTIS G& SANGER 

me. z. ee eee 25 30 Established 1885 
issouri state Lite ex loon VY. “tae Cr, > 

rit | Members {New York Stock Exchana 
Gilbert Elliott ............. 61 66 : zg 9g 
— — & Co., N. ¥. 65 -? NEW YORK 
REO ESRPOETE 3405840 05's 63 8 | 

Sationnd Casualty | on | 49 Wall Street 45 East 17th Street 
Chas. Sincere & Co., icago 

National Liberty (new stock) | BOSTON PROVIDENCE 
Asther Atkins & Co. N.Y. 17% 18% 33 Congress St. Rhode Island Hospital 

as. Sincere, icagZo..... 1 17 CEE 
Clinton Gilbert ........... 17. 18 645 Beacon St. __ Trust Building 

National Union (Pittsburgh) Private telephones to Boston, Providence, Hartford and New Haven. 

(ex rights) 

Gilbert Elliott & Co., N. Y. 230 250 


Miscellaneous Insurance 











THE SPECTATOR 
November 28, 1929 











New Hampshire Fire 
Chas: A. Day & Co... inc., 
WACNORE ive ac sin 518 wible coe 70 80 
Old Colony Insurance 
Chas. 4. Day & Co., 
pO Ray wre ear 
Providence- Washington 
Chas. A. Day & Co., 
Boston 500 
H. D. Knox & Co., Boston. 490 
Rhode Island Ins. Co. 
BD. @ eek. & Co...5..0es 31 37 
Chas. A. Day & Co., Boston. 33 38 
Springfield Fire and Marine 


500 


Inc., 


(new) 
Chas. A. Day & Co., Inc., 
EI re ere 140 165 
H. D. Knox & Co., Boston. 148 170 
vom Life and Accident Ins. 
oO. 
Chas: A: Day @ Co., Inc, 
WO” oo co.n. 5.9.0 8 ae as eeecau cS ree 


H. D. Knox & Co., Boston. 44 51 


HARTFORD STOCKS 
Aetna Casualty and Surety 


Conning & Co., Hartford... 140 160 
Aetna Fire Insurance Co. 

Conning & Co., Hartford... 530 560 
Aetna Life Ins. Co. 

Conning & Co., Hartford... 95 105 
Automobile Insurance 

Conning & Co.. Hartford... 40 50 
Conn. General Life 

Conning & Co., Hartford... 2000 2200 
Hartford Fire 

Conning & Co., Hartford... 730 760 
Hartford Steam Boiler 

Conning & Co., Hartford... 540 600 


National Fire 
Conning & Co., Hartford... 65 75 
Phoenix Insurance 


Conning & Co., Hartford... 700 750 
Travelers Insurance 
1300 1375 


Conning & Co., Hartford... 


Erratum 

An unfortunate stenographic error 
made in transcribing an address by 
President Macaulay, of the Sun Life 
Assurance Company, Montreal, com- 
pletely distorted the point he wished to 
make. Discussing life insurance invest- 
ments, Mr. Macaulay said: “Stock ex- 
change quotations influence our deci- 
sions as to whether we should buy a 
security, but not as to whether we 
should sell...” The quotation in a 
recent issue of THE SPECTATOR had it 
that quotations was the deciding fac- 
tor in the sale of securities, directly 
contrary to the speaker’s point. 





Joins Executive Staff of New 
Mississippi Company 





Floyd B. Powell to Assist Organ- 
ization of Southern Cen- 
tral Life 


BIRMINGHAM, ALA., Nov. 22.—Floyd 
B. Powell, who recently resigned his 
position as executive vice-president of 
the American Standard Life, of Birming- 
ham, has gone to Mississippi to become 
connected in an official capacity with 
the Southern Central Life, of Meridian, 
which is organizing and which expects 
to begin operations early in 1930. 

Prior to his connection with the 
American Standard, Mr. Powell was a 
resident of Arkansas, where he spent 
several successful years in agency work. 


American Medical Life 


The American Medical Life has been 
licensed by the Washington Insurance 
Department, and the first policy was 
issued under date of November 15. The 
company was organized through a 
holding company known as The Ameri- 
can Medical Life Associates. The home 
office of both companies will be in 
Spokane, Washington. 

Officers include Charles R. Mowery, 
Chairman of the Board, Dr. L. E. Lam- 
bert, Medical Director, and George 
Harding, Secretary-Treasurer. Other 
experienced life insurance men con- 


nected with the company are D. S. 
Hull, formerly of the Gulf Life of 
Jacksonville, and Francis F. McGinnis, 
formerly President of the Agricultural 
Life of Bay City, Michigan. 








Chicago 








An Economic Necessity 


HE insurance business is the out-growth of an economic necessity. 
It has been built up to vast proportions because the public welfare 
O has increasingly demanded the type of service which it is able to render. 
It is not conceivable that any developments could take place which would 
lessen this demand. The contrary is true. 

The importance of these statements lies in the fact that an investment in 
the insurance business is an investment in one of the most basic of the 
9 country’s enterprises. Through Insuranshares Corporation of Delaware, 
an investment company, it is possible to build up an interest in a cross 
section of selected companies which show substantial earning power. 


Full information can be obtained from your own broker or by writing to 


INSURANSHARES CORPORATION of NEW YORK 


Underwriters and Distributors 
49 Wall Street, New York 





}) Wha. S Mah. EC Marana 





San Francisco 
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Capital Increase Voted 


A capital increase of $300,000 has 
been approved by the stockholders of 
the Washington Fidelity National Life 
& Accident of Chicago, Ill. This doubles 
the former capital stock and indicates 
that the company’s capital on Decem- 
ber 31, 1930, will be $600,000. 





Gibraltar Life and Accident 


It is reported that stock subscriptions 
for the Gibraltar Life and Accident Un- 
derwriting Company of Denver, Colo., 
have been 80 per cent made. The com- 
pany’s capital stock will be $250,000. 
On completion of its organization, 
present plans call for reinsurance by it 
of the Continental Mutual, an accident 
and health company. 

Both the Gibraltar and the Conti- 
nental Mutual were organized by S. 
Lester Guinn, who is president of both 
companies. 


Reduction in Capital Stock 


Stockholders of the Connecticut Gen- 
eral Life Insurance Company have 
voted to reduce the par value of the 
company’s stock from $100 to $10, 
while, at the same time increasing the 
paid up capital by $1,000,000 to $3,- 
000,000. 

It is understood that new stock is to 
be sold at $10 per share to existing 
stockholders on the basis of one share 
for every two now held. 


Prairie States Life 


A new company has been organized 
at Bloomington, IIl., to be known as 
The Prairie States Life Insurance 
Company. The company will begin 
business with a capital stock of $100,- 
000, stock par value of $25 each. The 
company is being promoted by interests 
affiliated with the Great States Life of 
Bloomington, Ill., as indicated by the 
fact that seven of the directors of the 
latter company are on the Board of the 
new company. 

Among the organizers of The Prairie 
State are L. H. Martin, president of 
the Great States Life, R. H. Dunn, T. H. 
Keyes, C. R. Irvin, Elias W. Rolley, 
Ned E. Dolan, Louis FitzHenry, Dr. 
McCormick and E. M. Evans. 





Quarterly Dividend Declared 


At a regular meeting of the Board 
of Trustees of the American Surety 
Company on Tuesday, Nov. 19, a quar- 
terly dividend of 6% ($1.50) for the 
quarter ending Dec. 31 was declared. 
payable Dec. 31 to stockholders of rec- 
ord Dec. 14. 


Miscellaneous Insurance 








Insurance 
In Force 
Over 
$137,000,000 


Harry L. Seay, 
President 
Clarence E. Linz, 

V. P. & Treas. 
H. B. Seay, 

Vice President 
P. N. Thevenet, 

V. P. & Secty. 


P. V. Montgomery, 
V. P. & Actuary 


(oi 


SOUTHLAND LIFE INSURANCE~, an [COMPANY S 


HOME OFFICE . DALLAS 
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We are prepared to offer un- 
usual opportunities to progressive 
Life Insurance men in Texas and 
Louisiana. 


+48 a 





For Contracts and Territory, Address 


R. B. COUSINS, JR., President 


SAN JACINTO LIFE 
INSURANCE COMPANY 


Beaumont, Texas 











WE WANT MEN 


—men who are self- 
confident— 

—men who are mor- 
ally dependable— 
—men who are finan- 
cially responsible— 
—men who are anx- 
ious to accomplish 
results—. 

—men who are open to Partnership- 
basis Agencies. 





MICHIGAN 
WEST VIRGINIA 
PENNSYLVANIA 
TEXAS 





LIFE HEALTH ACCIDENT 


THE OHIO STATE LIFE INSURANCE 
COMPANY Columbus, Ohio 


Staxdard Sub-Standard Super-Standard 


Tell it all in the 
first letter — Time 
is Money. 

















sae ears 








KEYSTONE INDEMNITY 
EXCHANGE 


Participating Automobile Insurance 
110 SOUTH 16th STREET, PHILADELPHIA, PA. 
LOCAL AGENTS WANTED 


Fire, Theft, Collision, Property Damage, Public Liability 
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Favorably Known 
From Portland, Maine, to Portland, Oregon, the Union Mutual is 
known as—- The Friendly Maine Company 


A healthy growth is being experienced by this Company, 
which has maintained high ideals of service for 80 years. 


UNION MUTUAL LIFE INSURANCE COMPANY 
PORTLAND, MAINE 








Incorporated 1848 




















“Oldest and Best’’ 


Has openings for good debit men and business producers 
P. O. BOX 884 





SOUTHERN LIFE AND HEALTH INS. CO. 


BIRMINGHAM, ALA. 























THREE GREAT HAZARDS 


A New Leaflet That Gets Down to Rock Bottom 
Reasoning About Life Insurance 


the agent makes his call. 
PRICES 
500 Copies 
1000 Copies 
$225. 


100 Copies 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 











“Three Great Hazards’ a new leaflet written by Ernest Grey is just what 
a number of life insurance agents have been looking for because it is a 
piece of sales literature that speaks to prospects in their own language. It 
is calculated to create a thoughtful state of mind in the prospect before 
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SUCCESSFUL ANSWERS TO 
C. L. U. DEGREE QUESTIONS 


The Question and Answer Series of the Chartered Life 
Underwriters Examination published in five installments 
in THE INSURANCE FIELD, aroused such intense in- 
terest throughout the country that in response to the many 
requests from our subscribers, we have reprinted it in 
booklet form. 


32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 
Salesmanship, Commercial and Insurance Law, Finance 


4] and General Educational features. 


This series does not purport to show perfect answers to 


i each question, nor to indicate that the answers presented 


were the best that appeared on any paper, but rather to 
give representative answers. Many of the questions and 
problems involved the use of judgment on the part of the 
Accordingly, /no hard and fast solution could 
be expected. Credit was given for the reasonableness of 
a candidate’s answer and the intelligence with which he 


N applied his knowledge. 


Single copy $1.00, postpaid I 
Discount on quantity orders 


Send your order to 


THE INSURANCE FIELD CO. 
P. O. Box 617 Louisville, Ky. 
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Favorably Known 
We wid prepared to offer un- From Portland, Maine, to Portland, Oregon, the Union Mutual is 


usual opportunities to progressive known a— The Friendly Maine Company 


j : , A healthy growth is being experienced by this Company, 
Life Insurance men in Texas and which has maintained high ideals of service for 80 years. 


Louisiana. UNION MUTUAL LIFE INSURANCE COMPANY 
PORTLAND, MAINE Incorporated 1848 
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For Contracts and Territory, Address 


R. B. COUSINS, JR., President SUCCESSFUL ANSWERS TO 


SAN JACINTO LIFE i C.L.U. DEGREE QUESTIONS 
IN SURANCE COMPANY : The Question and Answer Series of the Chartered Life 


Underwriters Examination published in five installments 
Beaumont, Texas i, in THE INSURANCE FIELD, aroused such intense in- 

-l terest throughout the country that in response to the many 
requests from our subscribers, we have reprinted it in 
booklet form. 

















32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 


SOUTHERN LIFE AND HEALTH INS. CO. H Se, and Insurance Law, Finance 
6¢ 99 rt and General Educational features. 
Oldest and Best ? 


: : : t This series does not purport to show perfect answers to 
Has openings for good debit men and business producers 4] each question, nor to indicate that the answers presented 
P. O. BOX 884 BIRMINGHAM, ALA. fl were the best that appeared on any paper, but rather to 
give representative answers. Many of the questions and 
1 problems involved the use of judgment on the part of the 
f candidate. Accordingly, jno hard and fast solution could 
1 be expected. Credit was given for the reasonableness of 


THREE GREAT HAZARDS | fs coats sins 0S aces oi ves & 


A New Leaflet That Gets Down to Rock Bottom 
Reasoning About Life Insurance 


‘“‘Three Great Hazards’’ a new leaflet written by Ernest Grey is just what 4 Single copy $1.00, postpaid I 


























. number = _ cea agents have been looking for because it is a Di t ti rd 
piece of sales literature that speaks to prospects in their own language. It 7 scount on quan er 
is calculated to create a thoughtful state of mind in the prospect before q ty o . 
the agent makes his call. 

PRICES 


500 Copies 7 5 Send your order to 
30. 


100 Copies 34.50 1000 Copies 
THE INSURANCE FIELD CO. 
THE SPECTATOR COMPANY P. O. Box 617 Louisville, Ky. 


CHICAGO NEW YORK rH 
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